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Discrimination 


HE PUBLIC has come to recognize values. It appre- 
be as it never did before the worth of insurance. 
Economic events of the past few years have built up an 
acceptance for insurance such as was only approached in 
the past. These same events promise to wield as important 


an influence on the business as did war insurance and in- 





fluenza prior to the expansive "twenties. People today 
appreciate that insurance provides a sound backlog of 
security and comfort—unobtainable in any other way for 
the average family. 

Representatives of The Travelers are well equipped to 
meet the discriminating demands of modern insurance re- 
quirements. They can offer the Hundred-a-Month Plan 
providing protection for 12, 24, 36 or more months. They 
can offer many splendid forms of Retirement Income. 
They can offer Annuities. They can offer the widest range 
of Accident insurance to fit the pocketbook and hence 
avoid a heavy drain on a family’s finances. 

With valuable combinations of salable contracts, The 
Travelers salesman is enabled to utilize his selling ability 


to the fullest extent and with the best chances for success. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 
THE TRAVELERS INDEMNITY COMPANY 
THE TRAVELERS FIRE INSURANCE COMPANY 
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SIMI OF 
seCutity 


© BE SURE, THE LIFE INSUR- 
ANCE SALESMAN IS A RESOLUTE FELLOW. HIS PATIENT 
PERSISTENCE HAS COME TO BE AN IDENTIFYING CHARAC.- 


TERISTIC. YARNS, WOVEN ABOUT HIS TENACITY, GO THE 


ROUNDS. YET THE GRUFFEST PROSPECT MUST ADMIRE — 


AND MAY ENVY —THE MAN WITH THAT SPIRIT, FOR HIS 


PERSEVERANCE IS PURE PLUCK. HIS ENDURANCE |S. GRIT. 


PERSISTENT? YOU BET HE IS! AND... INNUMERABLE LIFE ~ 
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THAT HE IS THAT WAY » = » ATNA LIFE, HARTFORD. 


Oe erg * * e- 
’ + 
ge we 


Ss sss 
THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Com- 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Thirty-eighth year. No. 52. Frida: » December 28, 
$3.00 per year, 15 cents per copy. Entered as second class matter, June 9, 1900, at post office at Chicago, 


Iil., under Act of March 3, 1879, 















Thirty-Eighth Year—No. 52 


The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW;YORK AND SAN FRANCISCO, FRIDAY, DECEMBER 28, 1934 






$3.00 Per Year, 15 Cents a Copy 





Dizzy Season For 
Legislative Men 


Many Legislatures in Session— 
Recodifications Proposed—Con- 
gress Must Be Watched 


CHASING THE “BIRDIES” 


Hearings Are Being Rushed in Connec- 
tion with New Insurance Codes 
in Several States 


Insurance legislative and organization 
men have a dizzy season ahead. Not 
only will Congress and the legislatures 
in 44 of the states be in session, but in 
perhaps 15 of the states recodifications 
of the insurance laws will be submitted. 
Legislative men refer to measures that 
affect the present way of doing business 
or change the traditional setup as “bird- 
ies,” and from all appearances they will 
be out chasing “birdies” from coast to 
coast in the next few months. 

The proposals to recodify insurance 
laws of the various states are causing 


/ many headaches among legislative and 


organization men. In some of the 
states in which new codes will be pre- 
sented, the preliminary drafts are being 
passed out as if they were memoirs of 
Fannie Hill, the applicants being finger 
printed and genealogy taken. 


Much Work Involved 


When copies of the draft are obtained, 
it may be a matter of three or four 
days work to check the proposed new 
code against the existing laws, to de- 
termine what is new and whether sec- 
tions that are declared to be only clari- 
fications of the existing law are really 
clarifications or whether some new 
meaning is inserted. Then changes 
must be pondered from the point of 
view of whether they are inimical to the 
interests of the organization or the com- 
pany and the strategy determined upon, 
whether to attempt to have changes 
eliminated, amendments inserted or not 
to challenge the change, but wait until 
after the law has been passed and then 
attempt to knock it out in the courts. 

Responsible insurance men recognize 
that in these recodifications many 1m- 
portant reforms are contemplated. There- 
fore, they hesitate to attempt to ask for 
amendments or seek to have certain 
sections erased because the whole struc- 
ture might be unrecognizable after 
Various interests had tinkered with it. 
Yet here and there in these codes are 
Provisions directed against certain 
abuses, which have the incidental effect 
of hitting legitimate enterprises or af- 
mason the legitimate way of doing busi- 

SS, 


Hearings Being Held 


Hearings are being held in connection 
with proposed codes for a number of 
States, because the legislatures go into 
session in January and the sponsors of 
the codes desire to introduce their 
Measures at an early date. Hearings 
(CONTINUED ON PAGE 11) 
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Dr. Dingman Suggests New 
Deal Program for Disability 


NEED FOR COVER UNDOUBTED 





Tells University Teachers of Insurance 
Solution Is Coinsurance of Conserv- 
ative Amounts With Stop Loss 





Solution to the disability problem lies 
in coinsurance of conservative amounts 
with a stop loss, according to Dr. H. 
W. Dingman, vice-president and med- 
ical director of the Continental assur- 
ance, who addressed the annual meeting 
of the American Association of Uni- 
versity Teachers of Insurance in Chi- 
cago. 

The need for disability insurance is 
undoubted and need encourages supply, 
he pointed out. 

Dr. Dingman then proceeded to sug- 
gest conditions that would make com- 
panies willing to assume this liability 
again. 

Coinsure with Applicant 


“Coinsure with the applicant,” he sug- 
gested as an important feature of a new 
deal disability program. “Make him a 
50-50 partner with the company so it 
is to mutual advantage that he clings to 
the will to work. If he is a $5,000 a 
year earner, he should be asked to ac- 
cept $2,500 of the hazard, the com- 
panies, individually or severally, accept- 
ing the other $2,500, in which event the 
coinsurance principle should be form- 
ulated into a contractual provision that 
prepares for proration if the 50-50 ratio 
is exceeded.” 

The coinsurance principle supplies re- 
lief for the necessities of life without 
robbing the individual of his ambition 
and will to work. Indemnities should 
be restricted in amount as well as in 
ratio, so as to avoid luxury lines. A 
man doesn’t starve on $250 a month and 
Dr. Dingman suggested that as a top 
indemnity. He pointed out that loss 
ratios increase in direct ratio to indem- 
nity. 

Then there should be a stop loss pro- 
vision. He suggested that the face of 
the policy be paid out at the rate of 1 
percent a month. In cases of undoubted 
invalidity, 5 percent might be made per- 
missive. A $10,000 disability policy is 
just as logical as a $10,000 life policy. 
If the former is inadequate because the 
individual lives too long, so may the lat- 
ter be inadequate if the widow lives too 
long. “Meanwhile,” he pointed out, 
“each has done a great good, a much 
greater good than none at all and to- 
day we are selling no disability at all, 
or almost none.” 

Dr. Dingman prefaced his paper with 
a discussion of some of the considera- 
tions that caused disability to become 
such a heavy loser. Too much reliance, 
he said, was put on statistics and too 
little study on the human element. The 
basic principles of disability have at- 
tracted less time and thought by 
students of the subject than isolated 
phases of life insurance. The probable 
reason is that life insurance problems 
permit solutions that approach pre- 
cision, whereas disability problems are 
less tangible. Past experience has not 
been interpreted to present day advan- 
tage. 





New York Life’s New Rates 
and Dividends Announced 





ISSUES THREE NEW FORMS 





Many Changes Bulletined to Field as 
Result of Going to 3 Percent 
Reserve Basis 





New rates and dividends applicable to 
the new 3 percent policies to be written 
by the New York Life on and after 
Jan. 1 are announced this week. 

A new edition of the regular policy 
forms has been prepared incorporating 
the changes. Certain minor changes in 
wording have been made here and there 
for greater clarity. Provision for inter- 
est at settlement as a death claim has 
been omitted to avoid small payments 
which in a large number of cases amount 
to a few cents only and, the company 
states, are out of proportion to labor 
involved. There is an office ruling, how- 
ever, that until contrary action is taken, 
interest will be allowed on death claims 
under the new policies when settlement 
is delayed more than a month, but not 
exceeding a year. 

In option 3 of settlement options in 
the new policies, distinction is made be- 
tween male and female payees, and 
more conservative assumptions are 
made as to interest and mortality with 
respect to the annuity payable after the 
fixed period. The new policies provide 
for fixed periods of only ten or 20 years, 
but until further notice, fixed periods 
of five and ten years also will be al- 
lowed on option 3 settlements after 
Jan. 1. 

The optional monthly income to in- 
sured beginning at maturity dates of 
endowments at ages 50, 55, 60 and 65 
will distinguish between men and women 
and be on the same basis as settlement 
option 3. Optional monthly income at 
maturity is a life annuity, ten years cer- 
tain instead of cash refund type as here- 
tofore. Amount of such monthly income 
per $1,000 face amount, and face amount 
corresponding to $10 monthly income 
under the new forms is: 


Monthly Income Tabulation 
Face Amt. Cor. 


Monthly Inc. to Mo. Inc. 
End per $1,000 of $10 
at Age Men Women Men Women 
eR ARSE $5.20 $4.83 $1.920  $2.070 
BP edesecet 5.76 5.30 1,735 1,885 
OR itawewe tia 6.42 5.88 1,555 1,700 
Othe da veadey 7.16 6.56 1,395 1,525 


Guaranteed cash payment at matur- 
ity under the annuity endowment at age 
65 for men has been changed to $1,395 
per $1,000 face amount_i.e., per $10 guar- 
anteed monthly income at age 65, which 
brings increase in rate of premium per 
$1,000 face amount, also with changes in 
guaranteed loan and surrender values 
and amounts payable at death, whenever 
guaranteed cash value exceeds face 
amount, also with changes in guaranteed 
loan and surrender values and amounts 
payable at death, whenever guaranteed 
cash value exceeds face amount. 

The family income policy has been 
liberalized. Beginning Jan. 1, it may be 
issued with 20 year period ages 20-45 
inclusive, with 15-year period ages 30-50 
inclusive, and with 10-year period ages 
35-55 inclusive. 

In conjunction with the new scale of 
dividends for 1935, interest on dividends 

(CONTINUED ON PAGE 7) 





Year Closes With 
Production Surge 





Agents Are Taking Utmost 
Advantage of Imminent Rate 
Increases 


FEAR SLUMP AFTER JAN. 1 


Activity Parallels That When Com- 
panies Were on Point of Abandon- 
ing the $10 Disability Clause 


The life insurance year is closing 
throughout the country with a tremen- 
dous production surge. 

Agents are taking the utmost advan- 
tage of the imminent rate increases and 
are bringing to a close many cases that 
have been hanging fire, as well as urg- 
ing new prospects to get in under the 
wire. The activity is comparable to 
that which took place when the com- 
panies were on the point of abandon- 
ing the old, liberal $10 disability clause. 
It will be recalled that abandonment of 
that clause was to a large extent re- 
sponsible for life insurance production 
holding up to a remarkable degree for 
more than a year after the depression 
had set in. . z 

Agents are carrying around clippings 
of announcements of forthcoming rate 
increases, as ammunition in this fever- 
ish year end drive. The situation is the 
answer to the agent’s dream. It pro- 
vides him with a current, urgent ap- 
proach, comparable to that of the mer- 
chant who has lost his lease and is sac- 
rificing his stock. The response has 
been splendid and many agencies 
throughout the country are doing a 
land office business as the year closes. 

The question is whether there will be 
a let down after the first of the year. 
Probably. there will be, especially 
among agents of those companies 
whose rate increases go into effect Jan. 
1. Agents of other companies can 
probably keep going with the sales ar- 
gument that although their own par- 
ticular company may not have put into 
effect a rate increase, the trend in cost 
is higher, and this is the time to buy. 


SITUATION IN NEW YORK 


NEW YORK, Dec. 27.—The rate in- 
creases and changes in policy provisions 
which many companies are effecting 
Jan. 1 have been responsible for a tre- 
mendous increase in new business. But 
what is believed by many to be of even 
greater importance is that many doubt- 
ers have been irrefutably shown that 
business can be written under present 
conditions. 

For it can hardly be seriously main- 
tained that the coming changes are of 
any vast importance to the policyholder, 
even those who buy their life insur- 
ance with the aid of a slide rule. The 
main benefit has been that the changes 
gave the agent something to talk about, 

(CONTINUED ON PAGE 8) 
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Review of Important Events and Trends 


of the Year Is Presented 


Notwithstanding the confusions and 
uncertainties which have characterized 
the year 1934, economic, political and 
social, this, the fifth year of the country s 
major business’depression, will probably 
come to be regarded as the first year 
of recovery. é 

The new life insurance of the ordinar 
class put in force during 1934, will 
amount to approximately $14,000,000,000 
representing an increase in amount of 
about 10 percent over 1933. Although 
this 1934 result is only about 65 percent 
of the 1929 production, it is an encour- 
aging gain over 1933, and supports the 
view that the tide has turned at last. It 
is a significant fact also that while the 
new ordinary business of 1934 will be 
only 65 percent of the 1929 amount, the 
number of new policies will be about 85 
percent of the 1929 result, indicating that 
life insurance purchases by buyers of 
moderate means have held up remark- 
ably well in spite of reduced personal 
incomes. Part of this satisfactory result 
may be assigned to increased agency ef- 
fort, part to the severity of depression 
forces acting on the speculative class, 
and part to the greater care exercised by 
home office underwriters in the selection 
of “jumbo” risks. 


Volume of Insurance in Force 


At the end of 1929 the total life insur- 
ance in force, exclusive of fraternal ben- 
efits, had reached the magnificent sum 
of $103,146,440,473. At the end of 1933, 
depression adversities had reduced this 
total to $97,985,043,747. The: sharp in- 
crease in new life insurance sold in 1934, 
together with a reduction in terminations 
as experienced in 1934, is expected to 
prevent a further decrease in the amount 
of insurance in force at the end of the 
year. 

Perhaps the most important and valu- 
able by-product of the year 1934 has been 
the demonstration after four years of 
deflation of the ability of soundly man- 
aged life insurance companies with wide 
diversification of investments to with- 
stand the adverse forces of the most 
serious and far-reaching economic dis- 
turbance this country has ever experi- 
enced. The year 1933 exhibited the 
heaviest deflation of values experienced 
during the depression period. Of course, 
the invested assets of the most conser- 
vatively managed companies suffered 
losses. What proportion of the total as- 
set adjustments developed by the finan- 
cial statements published in January, 
1934, will prove to be real losses and 
how much temporary or paper losses re- 
stored by the processes of recovery, only 
time and the recovery gods can tell. 


Asset Adjustments Small 


It should never be overlooked, how- 
ever, either by the holders of life insur- 
ance policies or by the agents, that the 
financial reports showed that all the as- 
set adjustments of the worst deflation 
year, both real and paper taken together, 
amounted to only a small percentage of 
the total assets of the companies, and 
were so far within the surplus insurance 
earnings of the single year as to set at 
rest any doubts of the great financial 
strength of the country’s life insurance 
institution. 

To be more specific, the reports 
showed as to 28 of the leading companies 
holding assets of over 18 billion out of 
the grand total of 21 billion dollars of 
life insurance assets, that there had been 
deflation adjustments of only 1.22 per- 
cent of their ledger assets, and that while 
1.22 percent of 18 billions is a very large 
sum, it was, after all, only about. one- 
third of the surplus margins of the year 
arising from mortality, interest and ex- 
pense savings, to say nothing of the 
substantial surplus or contingency re- 
serve funds with which these companies 
entered the deflation period. 

During 1932 and 1933, when confidence 


in the banking system was at a low ebb, 
and many people were living off of their 
insurance values, the excessive demand 
for policy loans left relatively small mar- 
gins of cash income requiring invest- 
ment. During 1934, the demand for pol- 
icy loans had subsided towards pre-de- 
pression levels, and large sums of cash 
income were released for general invest- 
ment. The satisfactory investment of this 
income with respect to safety and yield 
and within the list -of investments per- 
mitted to life companies by statute, has 
been a major problem during 1934. Up 
to Nov. 24, the 1934 investments made 
by 44 leading life companies aggregating 
nearly one and a half billion were dis- 
tributed. as follows: United States gov- 
ernment securities, 57.4 percent; state, 
county and municipal bonds, 15.5 per- 
cent; public utility bonds, 6.6 percent; 
farm loans, 1.5 percent; city property 
mortgages, 2.8 percent. The predom- 
inance of United States government se- 
curities with interest yields averaging 
only about 234 percent (tax status dis- 
regarded) indicates the importance of a 
revival of the capital goods investment 
field for life insurance funds. 

The scarcity of satisfactory investment 
opportunities is, of course, a consequence 
of the doubts and uncertainties of the 
times, doubt of profit from business ac- 
tivity, fear of currency inflation, gov- 
ernment competition, yardstick or other- 
wise, excessive taxation, threatened 


over-stringent regulation of the market 
for securities, and the disposition of leg- 
islative bodies to relieve borrowers of 
their contract obligations by such meas- 
ures as the Frazier-Lemke enactment 
and various other attempts to assist 
debtors at the expense of investors. 


Municipal, Farm Legislation 


Perhaps the most noteworthy enact- 
ments of interest and concern to life 
insurance in the last session of the Con- 
gress were the Sumner-Wilcox municipal 
bankruptcy act and the Frazier-Lemke 
farm mortgage amendment. 

It may be significant to observe that 
under the municipal bankruptcy act to 
date, no municipality or taxing district 
in the nation has presented a formal 
application and refinancing plan to any 
of the United States district courts. 

The Frazier-Lemke farm mortgage 
amendment, embracing a five-year mora- 
torium: for distressed farmers, was vir- 
tually jammed through the Congress in 
the closing days of the last session. The 
widespread effect of the drought on the 
farmers of the country was a determin- 
ing influence in the adoption of this leg- 
islation. The constitutionality of the 
Frazier-Lemke Act has been challenged 
under the due process’ clause of the 5th 
amendment in a number of jurisdictions. 
Several district judges have already ren- 
dered decisions, two holding the act un- 





(CONTINUED ON PAGE 12) 





President H. K. Lindsley 


Splendid 1935 Prospects 


will be the best since 1929—Pronounced upswing expected 


of A.L.C. predicts that coming year 





Life insurance in 1935 should have 
its best year since the beginnir~ of the 
world-wide depression in 1929, accord- 
ing to Herbert K. Lindsley, president 
of the American Life Convention and 
president of the Farmers & Bankers 
Life of Wichita. 

“There are now very definite basic in- 
dications that we have finally emerged 
from the depression, although we have 
not yet shaken off all of its effects,” Mr. 
Lindsley ‘continued. “The underlying 
fundamentals: of life insurance were 
never stronger than today. So with a 
pronounced upswing in general busi- 
ness to be reasonably expected with the 
turn of the new year, I feel life insur- 
ance is certain to continue the gains 
made during 1934 and the closing 
months of 1933. Our business is a real 
barometer of American life. In fact, 
life insurance is always somewhat 
ahead of the general business proces- 
sion. As insurance was among the 
first to note that certain business fac- 
tors were unfavorable in the summer 
of 1929, so the gains in life insurance 
sales of the past year can safely be ac- 
cepted as an indication of better times 
for the country generally in 1935. 


Faces Future Unafraid 
and With Confidence 


“Life insurance faces the future un- 
afraid and confident in its own strength. 
Its leaders and the rank and file of the 
millions of policyholders throughout 
the country know that the life insur- 
ance business is fundamentally sound 
and actuarially correct. The depression 
of the past five years has proven that 
beyond all reasonable doubt. There 
have been comparatively few failures in 
life insurance. No other husiness is so 
near depression-proof. Perhaps its 
greatest factor of strength is that life 
insurance is strictly a coonerative en- 
terprise, the world’s outstanding ex- 
ample of constrictive cooperation con- 





ducted under sound business principles. 





“Some persons undoubtedly do not 
comprehend the significance of life in- 
surance in modern life. They are in- 
clined to gauge insurance as any other 
business enterprise, not realizing that 
the real owners of the life insurance 
companies are more than 60,000,000 
policyholders scattered throumhout the 
United States. The average life inc-- 
ance policy is onlv $1,670. Policyhold- 
are are the plain every-day citizens of 
the country, carrying modest sums of 
insurance for the protection of their 
wives and children. They are banded 
together for their mutual protection, to 
guard against the unexpected in life. 
Insurance gives them the proper safe- 
guard if they live too long and protects 
their loved ones should they die too 
soon. This protection not only safe- 
guards the policyholder and his depend- 
ents, but the community in which he 
lives, his state and the entire country. 
For if the thrifty men and women of 
America did not utilize life insurance 
in this way their dependents would 
soon become public charges and even 
in times of normal prosperity the coun- 
try would face the necessity of provid- 
ing the large relief rolls that have been 
so common since the outset of the de- 
pression from which we are now 
emerging. 


Legislators Should Consider 
Cooperative Angle of Insurance 


“The fact that life insurance is a real 
cooperative enterprise should be con- 
sidered when attempts are made to im- 
Pose new restrictions on insurance or 
to add to its already heavy burden of 
taxation. In some quarters there has 
been a tendency of late to harass in- 
surance companes by attempts to im- 
pair the investments in which the 


money of these 60,000,000 of policyholders 
has been placed; to expand through 
court decisions the coverage contem- 


By CLARENCE C. KLOCKSIN 





CLARENCE C, KLOCKSIN 


For many years the business has 
looked forward to the annual life insur- 
ance reviews prepared by Harry F. 
Tyrrell, the great legislative counsel of 
the Northwestern Mutual Life. Mr. 
Tyrrell applied the master’s touch to 
his writings and his observations were 
always far above the usual year end 
reviews which consume a vast amount 
of space in newspapers and journals of 
all kinds and for the most part are dull 
and stereotyped. 

This year Mr. Tyrrell has been ill 
for several weeks and although gaining 
strength, is still confined to his home. 
Therefore he was not able to prepare 
his customary article. But he has a 
most capable understudy in Clarence 
C. Klocksin, assistant legislative coun- 
sel, and Mr. Klocksin this year is 
carrying on the tradition and has pie- 
pared a review, which measures well up 
to the standards set by Mr. Tyrrell. 

Mr. Klocksin has been connected 
with the Northwestern Mutual for 25 
years. About half of that time he was 
connected with the actuarial depart- 
ment. Thus he had technical insurance 
training in addition to legal prepara- 
tion. He has represented the North- 
western Mutual at various insurance 
gatherings and has attended sessions of 
the state legislatures and Congress for 
a number of years. 








chased, and to inflict new taxes on in- 
surance—such as on the proceeds of 
life insurance. Those who are so it- 
clined should carefully consider whether 
it is fair to compel the widows and or- 
phans of tomorrow to pay the expenses 
of today that we could well do with- 
out. 

“Basic industries such as agriculture, 
steel, the textiles, oil and the railroads 
are displaying a greater spirit of op- 
timism than was manifest six months 
or a year ago. Railroad carloadings 
are up more than 20 percent and the 
railroads are reaching out for a greater 
portion of the passenger travel. 
“Although imany farmers were se- 
verely hit by the drought of the past 
summer and could not benefit from the 
increased prices for farm products be- 
cause they made no crops, agriculture 
as a whole has shown improvement. 
There has been a gratifying increase in 
the value of farm properties. As a di- 
rect result there has been a reawaken- 
ing of interest on the part of private 
capital in the field of farm financing. 





plated and granted by the companies at 
the time the particular policy was pur- 


Some insurance companies have in- 
(CONTINUED ON LAST PAGE) 
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Equitable of New York 1935 
Dividend Scale Announced 





SOME READJUSTMENT MADE 
Figures Are Presented for Several Pop- 
ular Forms, Showing Accumu- 
lation in 20 Years 





The dividend scale payable in 1935 
by the Equitable Life of New York is 
announced this week. It is: 


Ordinary Life 
Total 
coger Gapee Ug of Year—, Div. 





3 A ‘4 7 7 20 a 
e 
7. 4.98 10.98 6.17 7.10 7.66 126.24 
31. 5.04 11.10 6.26 7.16 7.68 127.76 
a. §.12 11.27 6.37 7.23 7.72 129.50 
33.. 5.17 11.42 6.48 7.31 7.76 131.00 
34.. 5.24 11.58 6.60 7.40 7.80 132.59 
25.. 56.32 11.75 6.73 7.49 7.85 134.11 
26.. 5.389 11.92 6.77 7.51 7.90 135.51 
ae 5.47 12.12 6.84 7.54 7.97 136.97 
28. 5.56 12.31 6.91 17.57 8.04 138.44 
| 5.65 12.52 6.99 7.62 8.11 139.78 
7. 5.75 12.75 7.08 7.67 8.21 141.26 
St. 5.84 12.91 7.09 7.72 8.29 142.55 
32... 6.95 13.07 7.12 7.79 8.37 143.90 
3... 6.07 13.28 7.15 7.87 8.47 145.33 
|» 6.10 13.50 7.18 7.94 8.55 146.56 
35.. 6.16 13.62 7.22 8.03 8.63 147.81 
he. 6.21 13.70 7.26 8.12 8.83 149.11 
ar, 6.29 13.77 7.32 8.21 9.01 150.57 
38.. 6.36 18.90 7.39 8.30 9.21 152.21 
a. . 6.36 14.00 7.46 8.40 9.40 153.91 
40.. 6.36 14.05 7.55 8.49 9.60 155.80 
ie 6.36 14.09 7.62 8.68 9.93 157.78 
42.. 6.88 14.16 7.72 8.88 10.29 160.35 
43.. 6.41 14.25 7.80 9.09 10.66 163.21 
44.. 6.43 14.34 7.88 9.30 11.04 166.32 
has 45. 6.46 14.45 7.95 9.50 11.45 169.85 
: 46. 6.51:14.60 8.16 9.88 11.87 173.95 
ur- 47. 6.56 14.75 8.36 10.27 12.32 178.45 
F, 48.. 6.61 14.91 8.57 10.69 12.79 183.42 
of 49.. 6.67 15.06 8.78 11.12 13.27 188.75 
Mi 50.. 6.74 15.24 9.00 11.57 13.80 194.81 
I Br. 6.78 15.53 9.38 12.04 14.32 201.16 
to 52.. 6.84 15.86 9.79 12.56 14.90 208.39 
ere 63.. 6.89 16.19 10.24 13.10 15.50 216.22 
2 54.. 7.08 16.50 10.71 13.67 16.11 224.67 
ond 55.. 7.27 17.00 11.20 14.26 16.75 233.92 
unt 56. 7.47 17.73 11.72 14.89 17.43 243.91 
of 57. 7.67 18.51 12.28 15.56 18.15 254.64 
58. 7.88 19.33 12.88 16.26 18.92 266.31 
‘ull 59.. 8.31 20.20 13.50 16.99 19.72 278.77 
60.. 8.77 21.41 14.17 17.76 20.58 292.32 
ill 61.. 9.25 22.74 14.89 18.59 22.50 307.77 
62. 9.78 24.18 15.64 19.45 24.60 325.31 
ng 63. 10.35 25.74 16.44 20.38 26.87 345.16 
ne. 64.... 10.97 27.47 17.29 21.38 29.35 367.85 
are *Fifth year special dividend. 
a 20 Payment Life 
ice. Total 
-—Dividends End of Year—,_ Div. 
in- & 2 6° 10 15 20 20 Yrs. 
is — Age $ $ $ $ $ $ 
e- 20.... 5.60 12.53 7.51 8.99 10.20 155.28 
at... 5.66 12.65 7.60 9.06 10.25 156.86 
up 22.. 5.73 12.82 7.72 9.14 10.33 158.74 
23... 5.80 12.98 7.83 9.23 10.42 160.53 
ed 24.. 5.86 13.13 7.94 9.32 10.49 162.12 
: 25. 5.94 18.31 8.07 9.42 10.58 163.92 
25 26. 6.01 13.48 8.12 9.47 10.68 165.52 
as 27. 6.09 13.67 8.18 9.52 10.78 167.17 
+t 28. 6.17 13.85 8.25 9.58 10.88 168.76 
29. 6.27 14.09 8.35 9.64 11.01 170.59 
ce 30.... 6.385 14.28 8.40 9.71 11.12 171.98 
a- 31. 6.46 14.45 8.46 9.79 11.24 173.74 
h- 32. 6.57 14.65 8.50 9.88 11.38 175.47 
33.... 6.69 14.84 8.53 9.97 11.51 176.95 
ce 34.. 6.72 15.04 8.58 10.06 11.65 178.50 
of 35... 6.78 15.17 8.62 10.17 11.78 179.96 
* 36.. 6.83 15.25 8.67 10.27 11.98 181.48 
37.. 6.90 15.32 8.74 10.38 12.19 183.13 
38... 6.96 15.42 8.80 12.48 12.39 184.78 
= 39.. 6.95 15.52 8.87 10.58 12.59 186.40 
= 40.. 6.96 15.55 8.95 10.70 12.82 188.38 
£... 6.95 15.59 9.03 10.88 13.11 190.33 
1- 42.. 6.96 15.65 9.11 11.07 13.42 192.63 
of 43... 6.97 15.70 9.19 11.27 13.73 195.14 
" 44.. 6.99 15.80 9.26 11.47 14.06 197.92 
45.. 7.02 15.88 9.32 11.66 14.40 200.95 
of 46.. 7.05 15.99 9.50 11.98 14.75 204.45 
P 47. 7.09 16.12 9.69 12.32 15.12 208.29 
“ 48. 7.12 16.22 9.86 12.66 15.50 212.25 
49.... 7.17 16.37 10.05 13.02 15.89 216.86 
\- 50.. 7.21 16.50 10.23 13.40 16.31 221.75 
51.. 7.25 16.75 10.57 13.81 16.74 227.13 
4 52.. 7.29 17.04 10.94 14.24 17.18 233.21 
’ 53... 7.32 17.31 11.31 14.69 17.64 239.72 
$ 54... 7.47 17.56 11.70 15.14 18.12 246.67 
S 55.. 7.65 18.01 12.14 15.65 18.62 254.64 
; _: 7.84 18.66 12.60 16.18 19.17 263.19 
? $7... 7.99 19.37 13.08 16.73 19.71 272.14 
$ 58... 8.18 20.14 13.62 17.34 20.31 282.37 
e f aos 8.58 20.92 14.16 17.96 20.92 292.98 
r 2 0.. 9.01 22.08 14.77 18.63 21.58 304.04 
4 20 Year Endowment ¢ 
g 2 5* 10 15 20 20 Yrs 
E $ $ $ $ $ “= 
q 20.. 5.46 12.52 8.80 11.36 13.87 185.05 
a. 5.54 12.72 8.89 11.43 13.96 186.82 
an... 5.62 12.91 8.99 11.50 14.04 188.53 
23... 5.73 13.15 9.10 11.59 14.14 190.64 
24.... 5.83 13.38 9.22 11.68 14.24 192.64 
25.... 65.93 13.61 9.34 11.77 14.34 194.59 
26 6.05 13.86 9.41 11.84 14.45 196.63 
27 6.16 14.10 9.49 11.91 14.56 198.59 
28 6.27 14.35 9.57 11.98 14.67 200.45 
29 6.40 14.65 9.67 12.06 14.79 202.56 
30 6.53 14.94 9.77 12.14 14.91 204.53 
31 6.65 15.15 9.81 12.21 15.03 206.30 











Investment Phase Year’s 
Outstanding Characteristic 


By ROBERT B. MITCHELL 


NEW YORK, Dec. 27—Among life 
insurance men 1934 will probably be 
longest remembered as the year in 
which life companies found themselves 
in the amazing position of having more 
money than they knew what to do with. 
A glance through the past year’s is- 
sues of THE NATIONAL UNDERWRITER re- 
veals how completely the investment 
situation and its various ramifications 
dominated the news of 1934. 

Plenty of other things happened: in 
1934, of course. The policy loan situa- 
tion improved markedly, with a gratify- 
ing volume of repayments. More 
progress was made toward better se- 
lection of agents and elimination of un- 
fit and part-time men than in any other 
year. Suicides improved and deaths 
from automobile accidents got worse. 
Companies decidedly liberalized their 
attitude on applicants flying on sched- 
uled airlines. 


Literally Embarrassed with Riches 


But none of these was so definitely 
characteristic of the year 1934 as the 
situation which flooded the companies 
with a literal embarrassment of riches. 
At the same time came the realization 
that interest rates would probably con- 
tinue at a low level for quite a while 
to come. 

The consequences of this unusual 
condition were numerous and _ varied. 
Annuity rates were raised by a number 
of companies, and limits were lowered. 
Two prominent companies brought out 
participating annuities, permitting the 
companies to hedge against future low 
interest rates while at the same time 





giving the annuitant a chance to share 
in excess interest earned. Mon ie 

Nearly all of the larger participating 
companies operating on a 3% percent 
reserve basis changed to a lower in- 
terest assumption so as to be sure of 
earning at least the rate assumed, 
while leaders in the non-par field have 
raised their rates. The lower dividends 
now being paid by all life companies 
as compared with pre-depression days 
is primarily due to the lower return 
on investments, as mortality at pres- 
ent, even with suicides somewhat worse 
than normal, is not at all a problem. 
While some have been able to an- 
nounce upward readjustments in divi- 
dends, none has come back to the 1929 
basis. 


No Need for Moratoriums 


With the ultra-liquidity of 1934 ail 
possible need of the policy loan mora- 
toriums of 1933 ended and the present 
year saw the rescinding of such: laws 
in the few states which had not already 
abandoned them. However, a new kind 
of moratorium arose to disturb invest- 
ment officials. This was the Frazier- 
Lemke law, which President Roosevelt 
signed after much guessing by the pub- 
lic as to which side of the controversy 
he would take. This measure; allow- 
ing the mortgage debtor virtually a five 
years’ stay against enforcement of his 
obligation, has been held both consti- 
tutional and unconstitutional in the 
lower courts and is yet to be passed 
upon by the United States Supreme 
Court. However, it has not proven 

(CONTINUED ON PAGE 21) 











NE uncommonly happy day the 

year gives to all of us, for then, 
interrupting for a moment the 
routine of business, we are privileged 
to join associates, friends, and, in- 
deed, the great world, in looking 
hopefully toward the New Year’s 
beckoning horizon. The Penn Mutual 
Life Insurance Company joins the 
entire life insurance fraternity in 
wishing that, for each of its mem- 
bers, Nineteen Hundred and Thirty- 
Five shall be a year in which the sun 
shall shine upon our institution, 
collectively and individually, with 
steadily increasing brightness. 


WM. A. LAW, President 


























Mutual Life’s New Dividend 
Scale for 1935 Announced 





ANNUITY RATES INCREASED 





Present Intention of Company Said to 
Be Not to Enter Participating 
Annuity - Field. 





The new dividend scale for 1935 is 
announced by the Mutual Life of New 
York. It is reported there will be no 
change in premium rates on life policies, 
at least that is the decision so far. How- 
ever, annuity rates are somewhat re- 
vised, in line with action taken by many 
companies, induced by the prospect of 
continuing Jow investment yield. The 
Mutual is not bringing out participat- 
ing annuities, as have or are a number 
of other leading companies, according 
to present intentions. The new annuity 
rates, while representing lower yield 
per $1 of purchase price than on the 
old scale, still are said to be advan- 
tageous and to compare very favorably 
with other companies. 

The new dividends for a number of 
popular forms. are: 


Ordinary Life 
Dividends End of Year 


1 5 10 15 20 
$4.79 $5.07 $5.51 $6.05 $6.63 
4.83 65.11 6.58 612 6.74 
4.89 5.18 5.65 6.22 6.85 
4.93 5.23 5.72 6.30 6.96 
4.99 5.29 5.81 6.40 7.08 
5.04 6.37 5.89 6.51 7.21 
5.08 5.42- 5.96 6.60 7.33 
5.14 5.49 6.04 6.71- 17.49 
5.20 5.57 6.14 6.83 7.65 
5.25 5.64 6.23 6.94 7.81 
5.33 5.72 6.33 7.08 8.00 
5.39 5.79 6.43 7.20 8.19 
5.46 5.87 6.53 7.36 8.38 
5.55 5.97 6.65 7.53 8.59 
5.62 6.06 6.77 7.70 8.81 
5.70 6.16 6.90 7.89 9.03 
5.77 6.26 7.03 8.09 9.25 
5.86 6.36 7.20 8.29 9.47 
5.97 6.48 7.37 852 9.69 
6.06 6.61 7.56 8.75 9.93 
6.18 6.75 7.76 8.99 10.18 
cones 6.27 6.88 7.96 9.23 10.41 
6.40 7.06 818 9.47 10.67 
6.53 7.23 8.42 9.71 10.93 
44...... 666 7.42 8.66 9.96 11.19 
Soe 6.80 7.63 891 10.22 11.46 
46.....- 6.99 7.86 9.18 10.49 11.75 
Oe 7.18 8.10 9.45 10.78 12.05 
48 ....0. 7.38 8.35 9.71 11.08 12.35 
eee 7.61 8.62 9.99 11.37 12.65 
60...... 7.86 8.91 10.29 11.69 12.98 
G1...... 8.12 9.19 10.59 12.01 13.29 
2 AS 9.50 





5.93 6.50 7.36 840 9.59 
5.97 6.55 7.43 8.48 9.70 
6.03 6.61 7.51 8.58 9.81 
6.09 6.68 7.59 8.68 9.93 
6.14 6.73 7.67 8.78 10.05 
6.19 6.81 7.76 8.88 10.19 
6.24 6.87 7.83 8.99 10.31 
6.30 6.94 7.92 9.09 10.46 
6.35 7.01 8.00 9.20 10.60 
6.43 7.09 8.11 9.32 10.77 
6.48 7.16 8.19 9.44 10.92 
6.55 7.24 8.30 9.57 11.09 
6.62 7.33 840 9.72 11.27 
6.70 7.40 8.51 9.87 11.45 
6.77 7.50 8.62 10.02 11.63 
6.84 7.59 8.74 10.19 11.81 
6.91 7.68 8.86 10.36 11.99 
6.99 7.77 9.01 10.54 12.18 
7.08 7.88 9.15 10.72 12.36 
7.16 7.98 9.31 10.91 12.54 
7.26 8.10 9.48 11.11 13.73 
7.35 8.22 9.66 11.31 12.92 
7.46 8.37 9.85 11.51 13.12 
7.57 8.52 10.04 11.69 13.32 
7.68 8.69 10.25 11.90 13.51 

81 8.87 10.46 12.11 13.72 
7.97 9.06 10.68 12.31 13.93 

13 «69.27 10.90 °2.55-. 14.15 
8.30 9.48 11.10 42.77 14.37 

50 9.71. 11.34- 13.00 14.58 
8.72 9.94 11.57 13.24 14.81 
8.94 10.20 11.82 13.49 15.04 





(CONTINUED ON PAGE 13) 
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Napoleon was insured in 
a British company when 
fighting the English 


But he didn’t know it. For back there in 1813, when a 
policy was taken out on his life by “one William Livingston, 
English gentleman,” it wasn’t necessary for the insured to be 
either consulted or examined. 


Life insurance companies in those early days had to saddle 
their policyholders with steep rates in order to offset the 
number of poor “risks” — invalids and very old people — 
who were accepted. 


The modern method of conducting life insurance under 
scientific management and on a carefully selective basis has 
made rates low. Life insurance today offers you the safest and 
surest method of assuring an income for your family and for your- 
self without imposing a burden on your necessary iiving expenses. 


Anexample of modern Life Insurance: One of the many 
guaranteed income policies typical of modern life insurance is 
National Life’s Family Income Plan. In one policy it provides, 
in the event of your death, (1) a guaranteed monthly income 
for your family until your youngest child has reached matur- 
ity, ) and a guaranteed cash payment to your wife at the 
end of such income period, (3) or, if you outlive these maxi- 
mum needs, a guaranteed retirement income for yourself. 


NATIONAL LIFE 


INSURANCE COMPANY 


Hasonie- VERMONT 


Montpelier, 








(This advertisement appears in The Saturday Evening Post, 





Metropolitan’s 3 Percent 
Premium Rates Announced 


SCALE IS EFFECTIVE JAN. 1 


Some Revision of Income Payable 
Under Settlement Options on 
New Policies Is Noted 


The Metropolitan’s new 3 percent 
premium rates effective Jan. 1 are an- 
nounced this week, revised manuals 
having been sent to agents. Some re- 
vision of settlement options has been 
made, incomes payable being slightly 
less, in line with general practice of 
companies, due to lower investment 
yield. The change in settlement options 
applies to new policies written on or 
after Jan. 1. 


Family Protection in Two Forms i 


The family protection policy is is- 
sued in two forms. One pays income 
of $10 per unit per month for 20 years 
from death within 20 years (indicated 
as “A” in the table below; the other 
(“B”) pays income of $10 per unit per 
month for 20 years from death prior to 
age 60. Each has as a basis $1,000 of 
insurance. The educational fund pol- 
icies have as a basis monthly income at 
maturity of $20 for four years, and 
monthly income at prior death of in- 
sured of $10 to maturity. 

The new ordinary rates for a num- 
ber of more popular forms (rates for 
whole life being for $5,000 of insurance 
but the others for $1,000, the retirement 
income at 65 for males providing $10 
monthly income), are: 


Premiums 3% Basis 
Whole 
Whole Life Ret 
Life P.U. 20 20 End. Ine 
Age $5,000 at 85 Pay. End. 65 65 
$ $ $ $ $ $ 
20 76.00 16.87 26.32 45.46 19.77 22.77 
21 77.70 17.28 26.77 45.59 20.384 23.48 
22 79.50 17.68 27.21 46.72 20.938 24.22 
23 81.35 18.11 27.68 45.85 21.54 25.00 
24 83.35 18.56 28.18 45.99 22.20 25.83 
25 85.40 19.04 28.68 46.15 22.90 26.71 
26 87.60 19.53 29.20 46.81 23.64 27.64 
27 89.85 20.07 29.76 46.47 24.42 28.63 
28 92.20 20.61 30.31 46.64 25.23 29.67 
29 94.75 21.19 30.89 46.83 26.11 80.77 
30 97.35 21.80 31.51 47.04 27.05 31.96 
31 100.15 22.43 32.14 47.25 28.04 33.21 
32 103.05 23.11 32.79 47.47 29.09 34.56 
83 106.10 23.82 33.48 47.73 30.22 36.01 
34 109.85 24.57 34.20 47.99 31.44 37.55 
85 112.80 25.35 34.95 48.28 33.72 39.19 
36 8116.40 26.19 35.73 48.59 34.12 40.97 
37 120.20 27.07 36.54 48.92 35.60 42.88 
38 124.25 28.01 37.40 49.29 37.22 44.93 
39 128.50 28.99 88.28 49.69 38.96 47.16 
40 133.05 30.04 39.22 50.13 40.83 49.57 
41 137.85 31.16 40.21 50.62 42.87 52.20 
42 142.90 32.33 41.24 51.15 45.09 55.06 
43 148.35 33.57 42.34 51.73 47.51 58.19 
44 154.10 34.91 48.50 52.88 50.18 61.62 
45 160.20 386.383 44.72 58.10 53.10 65.41 
46 166.70 37.78 45.95 53.81 56.25 69.51 
47 173.60 39.32 47.25 54.60 69.74 74.08 
48 181.00 40.96 48.65 55.49 63.64 79.19 
49 188.90 42.71 50.11 56.47 68.01 84.92 
60 197.25 44.59 51.67 57.55 72.95 91.41 
51 206.25 46.58 53.35 58.74 78.56 98.81 
62 215.65 48.69 55.12 60.05 84.99 107.32 
53 225.80 60.97 57.03 61.51 92.45 117.26 
64 236.65 53.39 59.06 68.11 101.19 128.93 
65 248.20 655.97 61.24 64.87 111.61 142.89 
566 46260.55 58.73 68.57 66.81 124.24 159.84 
567 273.70 61.69 66.08 68.94 139.91 180.98 
58 287.80 64.85 68.77 71.28 159.88 208.10 
59 §=6302.85 68.25 71.68 73.84 186.29 244.06 
60 319.05 71.89 74.81 76.66 222.97 294. = 
Gi. S86:25. 76.79. 76.17 90.74 ... 
2 364.75 79.98 81.80 83.11 
63 374.60 84.50 85.74 86.81 . 
64 395.85 89.35 89.98 90.84 ‘ . 
65 418.60 94.59 94.59 95.25 
Ret. 
5 Yr. End.at 30 Inc. Fam. Prot 
Age Term at 60 End. at60 B A 
$ $ $ $ $ $ 
20 9.36 21.84 29.14 27.62 32.46 29.85 
21 9.43 22.53 29.28 28.60 33.08 30.43 
2 9.52 28.26 29.42 29.64 33.68 31.00 
23 9.60 24.02 29.57 30.73 34.84 31.60 
24 9.69 24.85 29.74 31.90 35.01 32.27 
25 9.79 25.71 29.91 33.15 35.74 $2.97 
26 9.89 26.65 30.11 34.47 36.47 33.69 
27 10.00 27.64 30.31 35.89 37.28 34.49 
28 10.11 28.68 30.52 37.41 38.10 35.382 
29 10.24 29.82 30.76 39.02 38.96 36.21 
30 10.37 31.03 31.03 40.77 39.87 37.17 
31 10.51 82.32 31.30 42.63 40.82 38.20 
32 10.66 33.72 31.61 44.64 41.82 39.32 
33 10.83 35.23 31.96 46.81 42.89 40.52 
34 11.02 36.86 82.33 49.17 44.01 41.80 
35 11.21 36.81 $32.72 61.71 45.17 43.19 
36 11.43 40.53 33.17 64.48 46.42 44.70 
37 11.67 42.61 33.65 57.50 47.73 46.33 
38 11.94 44.89 34.19 60.82 49.12 48.13 
39 12.23 47.388 34.77 64.45 50.58 60.03 
40 12.55 60.13 385.42 68.46 652.18... 
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Give Cards to Live Wire 
Agents in Your Office 





Mr. General Agent: Have you 
two agents in your office that are 
interested in knowing what is go- 
ing on in the life insurance busi- 
ness .. . who would like to use 
the latest successful sales ideas 
and methods . . . who would like 
information on policy, dividend 
and rate changes while it is still 
news? Then take the enclosed 
cards and give each agent one and 
suggest that he subscribe to The 
National Underwriter and receive 
not only the 52 weekly copies but 
the big Life Payments Number 
and the three National Life Dailies 
as well for less than 6 cents a 
week. Have them check, sign and 
mail the cards today. 











Richard Waters Mentioned 
as Successor to W. S. Pope 





AUSTIN, TEX., Dec. 27.—Richard 
Waters, who is in charge of the insur. 
ance division in the office of the attor- 
ney general, is being mentioned as the 
probable successor to W. . Pope, cas- 
ualty insurance commissioner of this 
state. Mr. Pope’s term expires Feb. 10, 
1935, and there seems to be little chance 
that he will be reappointed. 


CALIFORNIA CONTEST NARROWED 


SAN FRANCISCO, Dec. 27.—The 
contest for insurance commissioner of 
California now seems to lie between 

J. Thielen, local agent of Sacra- 
mento, former president of the Cali- 
fornia Association of Insurance Agents 
and strongly backed by the local agency 
forces throughout the state, and Will 
G. Farrell, veteran Los Angeles life 
insurance man, who has represented the 
Penn Mutual in that city for many 
years. The southern California contin- 
gent is doing some strenuous work for 
Mr. Farrell. He has been active in as- 
sociation affairs for many years and will 
be well remembered by those who at- 
tended the Los Angeles convention of 
the National Association of Life Under- 
writers for the active part he took in 
making that meeting a success. 


Stone Is St. Paul President 


W. F. Stone, Aetna Life, was elected 
president of the Life Insurance Man- 
agers Club of St. Paul at the annual 
meeting. Other officers are: First 
vice-president, W. M. Becker, Jr. 
Massachusetts Mutual; second  vice- 
president, S. D. Krueger, Equitable 
Life of New York; secretary-treasurer, 


E. A. Eide, Prudential. 











Ret. 
5 Yr. End.at 30 Inc. Fam. Prot. 
Age Term at60 End. at60 B A 
$ $ $ $ $ $ 
41 12.90 63.18 36.12 72.90 63.79 .... 
42 13.30 56.55 36.90 77.84 65.53 
43 13.75 60.33 37.75 83.38 57.37 
44 14,25 64.57 38.70 89.62 59.36 . 
45 14.83 69.38 39.73 96.70 61.48 
46 15.47 74.77 40.81 104.66 63.61 
47 16.19 81.00 41.98 113.89 65.90 
48 17.02 88.23 43.28 124.64 68.32 
49 17.96 96.74 44.69 137.32 70.91 
50 19.00 106.93 46.24 152.51 73.69 . 
61 20.17 119.33 47.91 171.11 76.63 
62 21.46 134.75 49.74 194.30 79.74 
53 22.91 154.52 51.73 224.05 83.10 
54 24.52 180.73 53.90 263.63 86.65 
55 26.30 217.26 56.24 319.08 90.41 . 
56 28.28 ee ooe eoee eee 
57 30.47 si pies Agent 
58 32.89 ° ° oe 
59 35.56 . oe ee 
60 38.51 ecee wees eee a6 
Educational Fund Policy 
-——————— Maturing in Years————" 
5 10 12 15 18 20 
Age $ $ $ $ $ $ ‘ 
20 186.29 92.35 77.29 62.76 53.59 49.2 
| 25 187.55 93.31 78.24 68.74 54.64 50.38 
30 188.95 94.45 79.42 65.01 56.04 Hat 
35 190.53 95.94 80.98 66.76 58.07 54.1 
40 192.50 $8.01 93.23 69.43 61.32 57.86 
' 45 195.05 101.15 86.82 73.85 66.75 “8 
50 197.83 105.80 92.35 80.88 75.55 = 
‘55 202.53 113.67 101.73 92.82 90.38 91.1 












GO 


Yea 


wn « 


~~ 770 @& © 





3, 1934 











December 28, 1934 


LIFE INSURANCE EDITION 


5 











Penn Mutual Engages Type 
Designer for Policy Forms 





GOUDY CREATES NEW STYLE 





Year’s Study by Officials, General 
Agents Results in Introduction 
of Striking Contracts 





Completely redesigned policy forms 
will be brought out by the Penn Mutual 
Jan. 1. The company commissioned 
Frederic W. Goudy, a_ distinguished 
type designer, to beautify the type used, 
and Ben Collins, artist, collaborated in 
designing special borders and the Penn 
Mutuai’s symbol. 

The Penn Mutual changed to a new 
adaptation of the so-called iegal form, 
the style formerly used having been 
the newspaper-shaped four-page folder. 
It was considered that the legal style is 
easier to handle and it presents all ma- 
terial in pages of uniform size, aban- 
doning the old folder collection of 
pasted-on photostats, disability and 
double indemnity riders, beneficiary 
clauses, special riders, etc. 


Phraseology Is Simple 


In the Penn Mutual’s new forms, the 
statement of obligations is contained in 
the front page, terms used being easily 
and quickly understandable by the pol- 
icyholder. Names of insured and bene- 
ficiaries, dates, amounts of insurance 
and premiums are displayed as in head- 
lines. The contract phraseology is so 
briefly expressed especially in the or- 
dinary life form, that it is contained 
in four lines of a single sentence. Sub- 
sequent policy provisions are given at 
length on the inside pages, naturally 
not so condensed. 

A unique feature is in an ingenious 
mechanical procedure by which use of 
rubber stamps is eliminated in making 
endorsements. - An old eye-sore has 
been cured by a new machine method 
which in effect is like typewriting. 


Old Symbol Is Abandoned 


New policy jackets have been de- 
signed in style matching the policy. It 
has been produced in eight variations, 
so major forms may have special en- 
veloping. In the new policy contract, 
the Penn Mutual has dropped its life- 
long use of the big picture of “Penn’s 
Treaty With the Indians,” replacing it 
with a handsome new line drawing in- 
terpretation by Ben Collins of the fa- 
mous “Portrait of William Penn in 
Armour,” which the company is now 
using exclusively because it is the only 
completely authentic likeness of the 
man after whom the company was 
named. 

In his typographic design for the 
Penn Mutual policy contract, Mr. 
Goudy used four beautiful type faces of 
his own design, two of which he per- 
sonally cut and cast for first use on this 
job. He set the body text in Deepdene 
and Village-Two, and for display used 
Deepdene Italic and Medieval. A strik- 
ing note is added by the printing the 
a symbol on a hot-pressed oval 
panel. 


Dignity Prime Consideration 


The outside pages are printed in 
black and a rich terra-cotta red. No 
Steel engraving or lithography is used, 
only letter press. It was the intention 
that the contract should stand on its 
Own dignity as a life insurance policy 
contract and not try to look like money 
or a bond or stock certificate. 

The Penn Mutual spent a year in the 
work of studying, revising, designing 
and printing the new contract, commit- 
tees from the actuarial, underwriting, 
Comptroller's and agency departments 
assisting.. By invitation a committee of 
8eneral agents studied the problem and 
submitted recommendations. The va- 
Tlous ideas were combined for what 








is probably the most extensively con- 
sidered policy contract ever printed. 


Seek to End Burial Issue 


OKLAHOMA CITY, Dec. 27.—Ef- 
forts will immediately be made to bring 
to an early conclusion the case in which 
more than 100 burial associations in 
the state are involved. Suit against 
the Midwest Burial Association is be- 
ing used as a test case. Commissioner 
Jess G. Read challenged the right of 
the association to operate without per- 
mit from the insurance department but 
Judge W. G. Long in district court 
here held the association exempt from 
jurisdiction of the insurance commis- 
sioner. An appeal from this to the su- 
preme court brings the case directly 
for judicial agtion from the highest tri- 
bunal in the state. This will be watched 
with interest as it will directly affect 
other similar associations. 

Operation of burial associations in- 
dependent of the state insurance de- 
partment. has been a problem in Okla- 
homa for many years. 


Metropolitan Managers Meet 

Metropolitan managers from Ohio, 
West Virginia and Kentucky met in 
Columbus, O. E. North, second 
vice-president, spoke. 








Increase in Life Insurance 
Sales Sign of Better Times 


———_——_—_ 


COMMENT FROM T. A. BUCKNER 





New York Life President Says Outlook 
Is Encouraging, With Substantial 
Gains Made 





There has been encouraging improve- 
ment in general business, as indicated 
by the substantial increase in life insur- 
ance sales this year, which he considers 
to be an accurate criterion, President 
T. A. Buckner of the New York Life 
states in a year-end announcement of 
results in 1934. He looks forward to 
1935 with confidence because of the en- 
couraging improvement in the general 
business situation that took place this 
year. 

“During 1934 substantial gains were 
made in new insurance written,” he says. 
“Lapses and surrenders continued to 
decrease, and applications for policy 
loans declined in number and volume. 
At the same time there was an increase 
in the repayment of policy loans pre- 
viously made. 

“Cash income was high, reflecting in 











part the heavy demand for annuities. 
No doubt the chief reason for this was 
the fact that people recognized that well- 
managed life insurance companies had 
demonstrated during the depression that 
they merited public confidence. 

“Owing to the more restricted supply 
of conservative investments yielding a 
satisfactory return, a number of com- 
panies reduced the interest rate basis 
for future issues of annuities. 


Pay Over $13,000,000,000 in Five Years 


“Payments to policyholders and bene- 
ficiaries remained at a high level in 1934. 
During the past five depression years, 
life insurance companies paid over 13 
billion dollars to policyholders and bene- 
ficiaries. In addition, several billion dol- 
lars have been loaned on the sole secur- 
ity of life insurance policies. 

“The record of well-managed life in- 
surance companies during the depression 
undoubtedly contributed to the progress 
that was made in the field of life under- 
writing during 1934.” 


George G. Summers Dies 
George G. Sommers, 68, former sec- 
retary of the old Inter-Southern Life 
of Louisville, died at his home at New 
Albany, Ind. 


Start 1935 out right by subscribing to 
the publications listed on the enclosed 
ecard. Check, sign and mail now! 
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IF NOT— 


Do you know definitely—and exactly—how much work you should 
do—daily and weekly—to be sure of the income that you must get 


YOU OUGHT TO KNOW— 
AND YOU CAN KNOW TOO! 


Minnesota Mutual has prepared a special individual Formula Form 
through which you can determine the question for yourself. 


A word will bring it to you 


Write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


MAKING 
A GOOD 
LIVING |' 
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Broad General Education 
Need in Insurance Course 





VIEWS OF PROF. BLANCHARD 
Columbia University Educator Suggests 
Tentative Studies at Chicago Meet 
of Insurance Teachers 


° 





The greatest service to students in 
the insurance world and to society can 
be rendered if the university sends out 
students with a sound and broad theo- 
retical knowledge of insurance, Prof. R. 
H. Blanchard of Columbia University 
stated in his talk on “University In- 
struction in Insurance Curricula and 
Teaching Methods” at the Chicago 
meeting of the American Association of 
University Teachers of Insurance. 


Factual Courses Needed 


The guiding principle of insurance 
education ought to be a recognition of 
the fundamental unity of the purposes, 
problems and theory of insurance, he 
said. He considered it deplorable that 
the somewhat’ “slavish recognition” of 
the traditional divisions of insurance in 
school of business courses and in de- 








velopment of much insurance literature 
is continuing. : 

He suggested that insurance courses 
should be presented as discussions of 
insurance problems, such as organiza- 
tion of. carriers, contracts, rates, re- 
serves, state regulation, etc., in the light 
of the fundamental purpose of the efficient 
elimination of risk. There is consider- 
able feeling, particularly among stu- 
dents, that courses dealing with business 
subjects should be practical, which 
means there should be conveyed a 
larger fund of factual material or in- 
struction in methods of carrying on the 
business. 

A vivid presentation of actuality may 
give needed impetus to the students’ 
thinking, he said, and thus full advan- 
tage should be taken of the opportunity 
to use forms, reports and mechanical 
devices currently employed in the prac- 
tical conduct of insurance, as well as in- 
spection trips to home offices, etc. 


Outlines General Course 


He recommended a general course for 
all insurance students somewhat as fol- 
lows: The insurance mechanism, eco- 
nomic theory, contracts, including ad- 
justments, carriers, including self-insur- 
ance; theory of probability, premium 
rates, reserves, underwriting, financial 
statements, prevention, organization of 
carriers, (a) internal, (b) inter-carriers; 


state regulation, buying insurance, social 
insurance. 

He said his program was based on 
the premise that university business edu- 
cation is primarily for the potential 
executive, who whether buyer, middle- 
man or company man eventually will be 
called on to make decisions rather than 
perform routine tasks. No attempt 
should be made to train them for par- 
ticular insurance jobs, a purpose which 
can much better be accomplished else- 
where. 

The aim of university courses should 
be to develop rapid and accurate think- 
ing in terms of insurance, to give the 
student a sound background as a basis 
for attacking practical problems. Sound 
practice can result only from sound 
theory. » 


Sets Basis for Valuations 


Insurance Commissioner Dawson of 
South Dakota has issued regulations for 
the valuation of assets in the 1934 an- 
nual statements. He does not follow the 
complexities of the formula recommend- 
ed by the commissioners’ convention but 
merely provides that stocks and bonds 
in default shall be at market value while 
bonds not in default may be amortized. 





When book value exceeds market or 
amortized values, such excess shall be 
deducted as a non-admitted asset. 





LOYALTY 





Service records of twenty, thirty and more 
years with this one institution are not uncom- 
mon. Several records even antedate the organ- 
ization of the Company in its present corporate 





form in 1897. 


Such loyalty is evidence of the characteristic Continental 
qualities which attract and hold the friendship of progres- 
sive field men, and may be taken as an index to the DUR- 


ABILITY of this institution. 


Life Advertisers to Hold a 
Round Table Session Jan. 18 





The mid-winter eastern round table 
of the Life Advertisers Association will 
be held Jan. 18 in New York. It will 
be a closed session, for members only, 
The program will be devoted solely to 
life insurance topics. Bert N. Mills, 
secretary Bankers Life of Des Moines, 
will talk on “Direct Mail”; Kenilworth 
H. Mathus, Connecticut Mutual Life, 
“House Organs and Folders”; Arthur 
H. Reddall, Equitable Life of New 
York, “National Advertising”; Nelson 
A. White, Provident Mutual, “Trade 
Journals—Their Proper Use and Val. 
ues”; Osborne Bethea, general agent 
Penn Mutual Life, New York City, 
“How the Advertising Manager Helps 
the Man in the Field.” 

‘In addition it is expected that an 
authority on radio advertising will give 
an address, and that a well known 
company executive will discuss “Insti- 
tutional vs. Company Advertising” in 
national magazine and in newspaper ad- 
vertising. 

Radio advertising is being closely 
watched by the life insurance com- 
panies, to determine its value either 
when used alone or as a supplement 
to the magazine and the newspaper. For 
several years three or four companies 
have been using this medium, but with 
the increasing pressure, caused by con- 
ditions external to the companies, for a 
closer contact with the public in the 
mass, general scrutiny by executives 
is being given to radio broadcasting. 


Ohio State’s Detroit Meeting 


W. V. Woollen, field superintendent 
of agents Ohio State Life, addressed the 
H. E. Vande-Walker state agency in 
Detroit on plans for 1935. Mr. Vande- 
Walker, who is president of the Asso- 
ciated Life General Agents & Manag- 
ers of Detroit, presided at the all-day 
conference. 


Condition of Elkhart National 


The management of the Elkhart Na- 
tional Life of Elkhart, Ind., states that 
the company is in thoroughly sound 
shape and points out that all actions 
looking to appointment of a receiver 
have been dismissed. In September the 
management was revamped, primarily at 
the suggestion of the Indiana _ insur- 





ance department following an examina- 


tion. E. E. Webster, vice-president and 
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secretary, states that at the time of the 
examination there was only one ott- 
standing death claim and that was ona 
case in which the reinsuring company 
had joined the Elkhart National in con- 
testing the claim. 

Mr. Webster was connected with the 
Indiana National. Life for 16 years and 
then with the Cleveland Life for three 
years. He is aiming to acquire a first- 
class staff. He states although the pol- 
icies carry no cash values, the premiums 
are wholly adequate. 


H. Musser Krebs Resigns 


H. Musser Krebs announces his resig- 
nation as general agent in Buffalo for 
the Provident Mutual Life. He has 
passed 15 years in life with a rate book 
and five years in agency organization 
work. 


Manager Parks Dies 
George M. Parks, 69, manager in 
Providence, R. I., of the Massachusetts 
Mutual Life for the last 37 years, died 
unexpectedly Dec. 24 of angina pec 
toris at his hunting lodge near Al- 
bany, Ga., where he had gone about 
a week ago. 


Life Management Data Printed 
The Life Office Management Ass0- 
ciation has printed the proceedings ° 
its annual conference in Hartford last 
October. F. L. Rowland is executive 
secretary and the association’s offices 





are at 110 East 42nd street, New York. 
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left in deposit with company will be 334 
percent. The same rate of interest will 
be credited on other funds left on de- 
posit with the company if subject to 
withdrawal on demand, and 4 percent 
if not so withdrawable. Rates for dou- 
ble indemnity are increased. 

New rates for annuities have ‘been 
adopted, as previously announced, af- 
fecting immediate, and retirement an- 
nuities, both single and annual premium, 
and suvivorship and deferred survivor- 
ship annuities. The retirement annuities 
will be on 3 percent basis. A life an- 
nuity with ten years certain has been 
substituted in place of the instalment 
refund annuity option under retirement 
annuities. The accumulative retirement 
annuity again will be issued, but the pre- 
mium payment for additional payments 
will be guaranteed for only three years, 
the company reserving right to limit to- 
tal amount of payments to $25,000. 


Withdraw Five-Year Form 


The new participating rates for sur- 
vivorship, deferred survivorship and de- 
ferred annuities will not be published, 
but quoted only on request. The single 
premium 5-year endowment is with- 
drawn. Premiums paid in advance will 
be discounted at 3 percent for not more 
than ten years in advance. 

The family maintenance form, a new 
contract, is not to be confused with fam- 
ily income policies. The former is ordi- 
nary life containing a family mainte- 
nance agreement providing term insur- 
ance payable with proceeds of the ordi- 
nary life portion of the contract, provid- 
ing insured dies in a definite period fol- 
lowing issue. Instead of lump sum, 
however, the company will pay guaran- 
teed monthly income of 1 percent of face 
amount of the ordinary life portion for 
a period of years after insured’s death, 
and a specified final sum at end of in- 
come period equal to the face of ordi- 
nary life policy. 

The income payments are made for 
the term period, which may be ten, 15 or 
20 years. Provision is made for paying 
excess interest, based on commuted 
value of future payments. Term insur- 
ance portion for $1,000 ordinary life is 
$1,368 in the 20-year form, $1,098 for 15- 
year and $785 for the ten-year. There is 
thus provided $2,368 total insurance in 
the 20-year form, $2,098 in the 15-year 
and $1,785 in the ten-year. Premiums 
are reduced to ordinary life rate at end 
of term period, when the agreement 
runs off. This plan will be issued only 
with new ordinary life policies, for term 
periods of 20 years ages 20-45, 15 years 
ages 30-50 and ten years ages 35-55, for 
maximum amount $50,000 without dis- 
ability and double indemnity, $25,000 
with, and minimum $2,000. It will not 
be issued to women unless self-support- 
ing with dependents. 

Another new contract is the child’s 
30-year endowment ages 5 to 9 inclu- 
Sive, providing for return of premiums 
and interest at prior death and an in- 
surance option at age 10. Maximum 
amount issued is $2,000 on health cer- 
tificate, and $10,000 on medical exam- 
mation; minimum $500. On and after 
age 10 the child has all rights under the 
Policy. The policy is participating. 


New Woman’s Contract 


The company also is to issue after 
Jan. 1 an annuity endowment at age 
60 for women similar to the contract 
for men maturing at life income, 120 
months certain. Guaranteed cash sur- 
render values exceed the face for a few 
years prior to maturity. Insured may 
up to 30 days before maturity take in 
lieu $1,700 cash per unit, or, on medical 
examination, a participating paid up life 
Policy for $2,550. Option is given to 
take income starting at ages 50 to 65, 
except at ages of issue above 40, policy 
must be in force ten years. Women 
ages 10-50 inclusive are written, but not 
men as incomes are figured on female 
mortality, 





Rates of some more popular forms, 
and the dividends for 1935 correspond- 
ing are: 


Premiums 
20 20 End Tyr. 
Age O.L. Pay End. at65 F.M. Term 
20... 19.21 29.39 48.48 30.96 32.02 10 
21 19.62 29.84 48.63 31.78 32.57 10.37 
22 20.06 30.31 48.79 32.64 33.15 10.44 
23 20.51 30.80 48.96 33.55 33.76 10.52 
24 20.99 31.31 49.14 34.51 34.43 10.61 
25 21.49 31.83 49.33 35.53 35.11 10.70 
26 22.01 32.37 49.53 36.60 35.84 10.80 
27 22.56 32.94 49.73 37.75 36.62 10.91 
28 23.14 33.52 49.95 38.95 37.46 11.02 
29 23.74 34.13 50.18 40.23 38.34 11.15 
30 24.38 34.76 50.43 41.60 39.29 11.28 
31 25.05 35.42 50.69 43.06 40.33 11.43 
32 25.75 36.11 50.96 44.61 41.42 11.59 
33 26.50 36.82 51.26 46.27 42.61 11.77 
34 27.28 37.56 51.57 48.04 43.88 11.97 
35 28.11 38.34 51.91 49.94 45.27 12.18 
36 28.98 39.15 52.28 51.98 46.76 12.42 
37 29.90 40.00 52.67 54.18 48.37 12.68 
38 30.88 40.89 53.10 56.54 50.14 12.97 
39 31.91 41.81 53.56 59.11 52.02 13.29 
40 33.01 42.79 54.06 61.87 54.09 13.65 
41 34.16 43.82 54.60 64.88 56.31 14.05 
42 35.39 44.90 55.20 68.16 58.72 14.50 
43 36.70 46.04 55.85 71.73 61.35 15.02 
44 38.08 47.25 56.56 75.66 64.20 15.61 
45 39.55 48.52 57.34 79.99 67.29 16.27 
46 41.12 49.87 58.20 84.77 .... 17.04 
47 42.79 51.31 59.14 90.09 17.90 
48 44.57 52.83 60.17 96.02 18.87 
49 46.46 54.45 61.31 102.67 19.97 
50 48.48 56.17 62.55 110.21 21.20 
51 50.62 58.01 63.91 118.77 22.56 
52 52.91 59.97 65.41 128.61 24.07 
53 55.35 62.06 67.05 140.03 25.75 
54 57.95 64.29 68.84 153.46 27.62 
55 60.72 66.69 70.81 169.46 29.69 
56 63.68 69.26 72.97 see 
57 66.84 72.01 75.32 
58 70.22 74.98 77.91 
59 73.83 78.16 80.73 
60 77.69 81.60 83.82 
61 SER eese oes. 
62 86.24 eae 
63 90.97 Poe 
64 96.05 wea 
65 Ce | ears. eee 
Dividends 
Ordinary Life 

Cash Divi. Total Accum. Mat 

10 15 20 at Pd. as 

¥re Yrs. Yrs. 3.75% up End 
Age $ $ $ Yrs. Yrs 
20.. 53.57 93.90 128.41 176.99 25 3 
21.. 53.99 94.91 130.08 179.18 25 38 
22.. 54.55 96.18 132.04 181.68 25 37 
23.. 655.19 97.51 133.98 184.33 25 37 
24.. 55.86 98.84 135.93 186.90 25 36 


26.. 57.54 101.81 140.02 192.51 24 35 
27.. 58.59 103.52 142.32 195.74 24 35 
28.. 59.80 105.38 144.76 199.25 24 35 


34.. 66.78 115.74 158.31 218.81 23 32 
35.. 67.87 117.28 160.47 221.89 23 31 
36.. 68.99 118.90 162.76 225.15 23 31 
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192.33 265.89 21 27 
45 83.09 142.35 197.74 273.27 21 27 
46 85.32 146.21 203.48 281.09 21 26 
47 87.70 150.34 209.60 289.45 20 26 
49 92.93 159.19 222.57 307.26 20 25 
50 95.90 164.16 229.76 317.22 19 24 
51 98.93 169.24 237.13 327.39 19 24 
52 102.19 174.66 244.95 338.23 19 23 
53 105.68 180.49 253.35 349.78 19 23 


20.. 63.93 113.64 163.28 222.36 15 31 
21.. 64.31 114.59 164.89 224.41 15 31 
22.. 64.93 115.94 166.96 227.14 15 31 
23.. 65.63 117.36 169.09 229.93 15 30 
24.. 66.36 118.70 171.08 232.65 15 30 

Ao -31 120.36 173.40 235.83 15 29 
26.. 68.33 122.10 175.81 239.17 15 29 
27.. 69.30 123.70 178.05 242.30 
28.. 70.42 125.40 180.33 245.55 15 28 
29.. 71.58 127.19 182.80 249.00 15 27 
30.. 72.62 128.82 184.96 252.09 15 27 
31.. 73.81 130.58 187.33 255.46 15 26 
32.. 75.00 132.37 189.79 258.94 15 26 
33.. 76.31 134.26 192.31 266.63 15 25 
34.. 77.52 135.97 194.65 266.05 15 25 
35.. 78.66 137.61 196.98 269.37 15 24 
36.. 79.62 139.04 199.11 272.32 15 24 
37.. 80.82 140.79 201.63 275.92 15 24 
38.. 81.77 142.27 203.94 279.09 15 23 
39.. 82.68 143.66 206.15 282.12 15 23 
40.. 83.70 145.30 208.69 285.65 15 22 
41.. 85.33 148.10 212.88 291.38 15 22 
42.. 86.89 150.79 216.95 296.89 15 21 


(CONTINUED ON NEXT PAGE) 
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THE IDEA PROSPECTS HAVE that they can 
afford to “let it go for awhile” probably costs 
you more sales than any other one factor. They 
put you off: “It sounds very interesting, but I’m 
sort of hard up just now; later on I'll be able to 
handle it better . . .” 

But here is an advertisement that goes right to 
the heart of this selling problem. Using a story 
that no father of a family can help applying to his 
own personal case, it shows clearly and dramati- 
cally the danger of waiting, of postponing needed 
insurance protection. 

Nor does it leave the reader there. It goes on 
to show him why he need no longer wait, shows 
him that The Union Central Life’s new Multiple 
Protection Plan offers every kind of protection 
he would like to have, both for his family’s 
future and his own—all in one policy that he can 
afford immediately. 

In a word—it leaves him in an unusually re- 
ceptive mood for the next Union Central man 
who calls . . . a fact that is being reflected in 
the daily production records of the Union Cen- 
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A GOOD YEAR 


for 


A GOOD COMPANY 







Time marches on, and we find ourselves at the close 
of another year. It has been a good year for the 


B. M. A. 


November, the month in which all B. M. A. sales- 
men honor our President, was the best month the 


Company has enjoyed since November, 1931. 


New business was nearly 40% in excess of Novem- 
ber, 1933, the record month of that year. 











Total business for the eleven months’ period is 
42% ahead of the same period for 1933. 


The B. M. A. will show a substantial increase in 
amount of Life Insurance in force for the year...... 


OE 


ALL NEW BUSINESS WAS PRO- 
DUCED BY SALESMEN GIVING 
THEIR FULL TIME TO THE.... 





<> 


Business Mlen’s 
Assurance Company 


KANSAS CITY, MO. 


W. T. Grant, President 
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43.. 88.67 153.86 221.48 303.10 15 20 
44.. 90.34 156.79 225.90 309.11 15 20 
45.. 92.44 160.25 230.92 316.04 15 20 
46.. 94.30 163.48 235.72 322.56 15 20 
47.. 96.58 167.27 241.19 330.19 15 20 
48.. 98.91 171.09 246.68 337.80 15 19 
49.. 101.22 174.97 252.34 345.59 15 19 
50.. 103.98 179.44 258.69 354.46 15 19 


51.. 106.58 183.75 264.85 362.96 15 19 
52.. 109.39 188.37 271.42 372.10 15 18 
53.. 112.60 193.55 278.70 382.26 15 18 


54.. 115.75 198.66 285.90 392.33 15 18 
55.. 119.27 204.30 293.75 403.37 15 18 
56.. 123.07 210.38 302.20 415.24 15 18 
57.. 127.05 216.71 310.95 427.55 15 18 
58.. 131.29 223.50 320.31 440.68 15 17 
59.. 135.78 230.61 330.05 454.46 15 

60.. 140.74 238.40 340.72 469.56 15 ag 


20 Year Endowment 


20.. 73.26 133.90 207.35 276.98 16 
21.. 73.78 134.90 208.75 278.91 16 
22.. 74.40 135.94 210.13 280.85 16 
23.. 75.17 137.33 212.00 283.42 16 
24.. 76.03 138.74 213.84 286.02 16 
25.. 76.95 140.19 215.69 288.68 16 
26.. 77.90 141.66 217.52 291.31 16 
27.. 79.09 143.35 219.62 294.45 16 
28.. 80.36 145.08 221.73 297.59 16 
29.. 81.48 146.72 223.78 300.59 16 
30.. 82.68 148.32 225.73 303.53 16 
31.. 84.03 150.11 227.87 306.72 16 
32.. 85.23 151.72 229.78 309.72 16 
33.. 86.40 153.31 231.78 312.68 16 
34.. 87.71 154.97 233.79 315.74 15 
35.. 88.82 156.34 235.50 318.34 15 
36.. 89.78 157.70 237.27 320.97 15 
37.. 90.78 159.03 239.05 323.55 15 
38.. 91.80 160.37 240.84 326.25 15 
39.. 92.81 161.70 242.62 328.85 15 
40.. 93.77 163.06 244.47 331.57 15 
41.. 95.06 165.06 247.15 335.36 15 
42.. 96.54 167.38 250.29 339.84 15 
43.. 98.28 170.02 253.78 344.86 15 
44.. 99.94 172.57 257.18 349.71 15 
45.. 101.55 175.12 260.61 354.59 15 
46.. 103.52 178.15 264.66 360.34 15 
47.. 105.33 181.00 268.48 365.77 15 
48.. 107.31 184.02 272.48 371.54 15 
49.. 109.42 187.27 276.84 377.74 15 
50.. 111.82 190.91 281.65 384.66 15 


51.. 114.34 194.79 286.78 392.02 15 
52.. 116.76 198.56 291.83 399.18 15 
53.. 119.45 202.66 297.26 407.00 15 
54.. 122.37 207.15 303.19 415.47 15 
55.. 125.46 211.89 309.48 424.50 15 


56.. 128.84 217.11 316.41 434.85 15 
57.. 132.38 222.55 323.60 444.69 15 
58.. 136.29 228.49 331.42 455.92 15 
59.. 140.27 234.70 339.68 467.69 15 
60.. 144.65 241.41 348.53 480.44 15 


Endowment at 65 (Male) 


20.. 77.80 137.67 191.36 262.51 24 
21.. 78.55 139.46 194.37 266.40 24 
22.. 79.56 141.69 197.92 270.98 23 
23.. 80.56 143.85 201.31 275.43 23 
24.. 81.80 146.31 205.11 280.46 23 
25.. 83.19 148.26 208.31 284.82 23 
26.. 84.68 150.98 212.39 290.31 23 
27.. 86.47 154.09 216.92 296.49 22 
28.. 88.46 157.29 221.47 302.85 22 
29.. 90.43 160.54 226.15 309.33 22 
30.. 92.38 163.42 230.48 315.31 21 
31.. 94.89 167.30 235.98 323.07 21 
32.. 97.35 171.25 241.74 331.08 21 
33.. 99.47 174.41 246.69 337.91 20 
34.. 102.08 178.47 252.71 346.31 20 
35.. 104.38 182.03 258.48 354.13 20 
36.. 106.50 185.43 264.29 361.95 19 
37.. 109.52 189.94 271.58 371.98 19 
38.. 112.09 194.06 278.56 381.34 19 
39.. 114.47 198.32 286.13 391.24 18 
40.. 117.96 203.83 295.28 403.71 
41.. 121.65 210.23 306.32 418.30 
42.. 126.00 217.57 318.66 434.75 
43.. 130.60 225.38 331.86 452.34 
44.. 135.79 234.27 346.81 472.24 
45.. 141.67 244.31 363.57 494.65 15 
46.. 148.06 254.70 352.83 472.19 15 
47.. 155.05 266.29 342.86 451.09 14 
48.. 163.14 279.74 333.03 430.80 13 
49.. 171.98 294.77 322.63 410.40 13 
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Year Closes With 
Production Surge 





(CONTINUED FROM PAGE 1) 


and the insured and the agent, too, 
some reason for acting now and not 
delaying. 

In answer to a friend’s inquiry about 
the difference between the new rates 
and the old, a non-participating man- 
ager answered by asking, “What’s the 
rate for ordinary life at your age?” 
The inquirer’s guess was about $2 more 
than the rate book showed for either the 
new or the old rate—a vastly wider 
margin than the difference between the 
old rate and the new. With partici- 
pating companies the rate increases are 
even of less importance—although per- 
haps greater in amount—because the 














policyholders on the new basis will get 





Named Head of Nebraska | 
Department of Insurance 


—, 














CONN W. MOOSE 


Conn W. Moose, newly appointed di- 
rector of insurance in Nebraska, has 
been for 15 years Omaha general agent 
of the Home Life of New York and has 
had 25 years’ life insurance experience, 








back the difference in increased divi- 
dends and reserves, anyway. 

Since the difference in value of the 
present contracts as compared with the 
new is almost infinitesimal, the boom in 
new business seems not to be concen- 
trated in either par or non-par com- 
panies, but rather depends on the extent 
to which companies and agents have 
responded to the stimulus of an im- 
pending change. 

For example, the Luther-Keffer 
agency of the Aetna Life in New York 
City will probably pay for close to 
$3,000,000 this month, more than in any 
month since April, 1932. Submitted 
business is three times what it was this 
time last December, indicating a sub- 
stantial carryover which will boost 
January’s paid-for figure. The Aetna 
Life does only a non-par business in 
New York State. 

On the other hand, taking the Equit- 
able Life of New York as an example 
of what the participating companies are 
doing, that company did a bigger paid 
business in November than in any 
month, save one, in its entire history, 
and December bids fair to equal No- 
vember. 

No one denies, of course, that the 
submitted business figures in general 
contain a larger percentage than usual 
of policies which will be returned “not 
taken.” No doubt considerable busi- 
ness has been sold on the idea that the 
prospect might as well sign an applica- 
tion and give himself 60 days to think 
it over. 

After any such demonstration as the 
present one, there is a good deal ot 
danger that there will be let-down in 
the following months. Agency heads 
hope, however, that their agents will 
realize that it was not so much the 
changes in rates and policy provisions 
that sold the business as their own ef- 
forts and renewed agressiveness. 

While companies have implied by the 
shortness of the notice period that they 
were not desirous of using the impend- 
ing changes as a volume measure, on 
the other hand they don’t feel that the 
business taken on at the old rates is 4 
losing proposition by any means. When 
business was piled in before the dis- 
ability rate change the middle of 1930 
there was an entirely different situation, 
for it was known that disability was 10 
general a distinctly losing game at the 
old rates, although it was not until 
later that the extent of the losses be- 





came fully realized. 
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| Company, Agency Sales Records 











Northwestern Mutual Life—1i-month 
new paid business $213,729;603, an in- 
crease of $39,042,866, or 22.4 per cent. 
November paid business amounted to 
$19,418,592, compared to $16,409,604 last 
year, an increase of $3,008,98, or 12 


percent. 
* OK Ox 


Ohio State Life—The Pittsburgh 
agency won the silver trophy in the 
president’s rally in honor of President 
U. S. Brandt. Chicago won the trophy 
two years ago and St. Louis last year. 
Columbus was second this year, Los 
Angeles third, the Kieffer agency in 
Chicago fourth and the Newark, Ohio, 
agency fifth. Leading individual pro- 
ducers were Alfred Guay, Los Angeles; 
P. J. Kieffer, Chicago; J. C. McFarland, 
Cincinnati; Hugh Jones, Pittsburgh; 
Stephan Matyas, Hazleton, and E. L. 
Wilson, Dayton. 

0k 


Yeomen Mutual Life—Gain of over 
100 percent in business in fall promo- 
tion campaign recently closed. Although 
final returns have not been completed, 
indications are that P. H. Luin of Des 
Moines was first in personal production 
and the Arthur Johnson home office 
asency led in the agency competition. 
The company has shown an increase of 
apnroximately 30 percent in 1934. 

s = * 


Central States Life—The first half of 
December showed a 102 percent gain. 
* *k * 

E. F. White, Dallas, Connecticut Mu- 
tual Life—In a one-day drive 26 men 
reported $475,000 in applications. The 
agency will pay for about $4,500,000 in 
1934. 

E. M. Crutchfield, Richmond, Equitable 
Life of New York—Led all southern de- 
partment agencies in the November 
“football campaign,” writing a total of 
$350,000. Expects to end year exceeding 
quota of $2,000,000 by $125,000. 

W. S. Fuller, southern Ohio, Pruden- 
tial (ordinary)—In a one-day drive 76 
applications for $318,760 ordinary busi- 
ness and two applications for annuities 
were secured. The Columbus office sub- 
mitted 27 of these applications for $72,- 
570 and the Dayton office 11 applications 
for $36,100. 

E. W. Owen, Detroit, Sun Life of Can- 
ada—T. S. Malone, H. M. Hickey and 
Philomene Altman in that order won 
the agency’s efficiency contest. F. J. 
McCarthy paid for the largest number 
of applications on the annual premium 
basis; S. J. Curtis wrote the largest 
number of apps and William Nadler won 
a special prize for large volume. The 
agency paid for $531,639 of business in 
December. The Detroit agency paid for 
$4,624,001 in 1934, plus $1,728,500 of 
group business for the fiscal year end- 
ing Dee. 12, with a premium income 
of $177,361 or 72.3 percent increase over 
1933. Leaders in paid-for business in 
1934 were S. S. Harvey, William Nadler 
and F. J. McCarthy. 

Kellogg Van Winkle, Los Angeles, 
Equitable Life of New York—November 
was the best month in history with 
written new business amounting to over 
$6,250,000 on 941 lives. Premiums aver- 
aged better than $40 per 1,000, while the 
paid business totaled over $2,250,000. 
November is third month in 1934 in 
which over two million of new insur- 
ance has been paid for. Over 19 percent 
of premium income for the year on new 
business has come from new members 
of the agency. 

Walter T. Shevard, Los Angeles, Lin- 
coln National Life—23 percent gain in 
paid business for November. 

A. J. Hill, California, State Life of 
Indiana—Led company in November with 
30 percent gain. 

M. A. Nelson, St. Louis, Equitable Life 
of New York—1i1 months paid new bus- 
iness $6,113,000 compared to $5,678,000 for 
all of 1933. Total of $234,000 in new 
Premiums for the first 11 months indi- 
cates a new all time record will be set 
for year. 


Rudolph Wiedemann, Hollywood, Cal., 
Equitable Life of New York—November 
best month in history with 120 applica- 
tions for $1,063,467. Paid business to- 
taled $628,139 on 48 cases for $21,921 in 
Premiums. Business for the year on 440 
cases totals $2,799,785 in volume and 
$124,550 in premiums. A special dinner 








was held by Mr. Wiedemann to celebate 
the occasion. 


B. W. Welsh, Kansas City, Mo., Con- 
necticut General Life—Produced 338 per- 
cent more than its quota during the 45th 
anniversary drive for President R. W. 
Huntington with $700,000 in written 
business. 


A. M. Embry, Kansas City, Mo., Equi- 
table of New York—Wrote $3,057,000 in 
new business in November. Paid busi- 
ness of $1,323.000 was the largest for 
November in the agency’s history. 

Robert M. Buck, Los Angeles, Indian- 
apolis Life—November best month this 
year with $117,000 new business, of 
which Mr. Buck personally produced $70,- 
500. 

George E. Lackey, Detroit, Massachu- 
setts Mutual—For the first 11 months of 
this year production totaled 7,637,998, 
represented by 1,384 lives. This is a gain 
of 19.24 percent over last year. The gain 
in lives was 76. This was done despite 
the fact that the agency is practically 
out of the brokerage and surplus field. 

Twenty-four agents have qualified 
with $100,000 or better paid business and 
at least five more are within easy range 
of that goal this year. 

L. D. Fowler, Cincinnati, Connecticut 
Mutual—Through Dec. 1, production for 











1934 was over twice as much for the cor- 
responding period in 1933. G. T. Kennedy 
is the leading agent with a premium in- 
come of $18,000. This is only his second 
year in life insurance, having previously 
been in the plumbing business. The 
agency has 24 full time agents. 


* * xX 


A. A. Dewar, Los Angeles, Equitable 
Life of New York—Eleven-month paid 
gain 36 per cent. November increase 117 
percent. 

0. P. Sehnabel, San Antonio, Tex., Jef- 
ferson Standard Life—November paid 
business increased 35 percent, written 10 
percent. Renewal record 14 percent, can- 
cellation rate of policies 6 percent less, 
gain in applications 25 percent. 

Mark 8S. Trueblood, Los Angeles, Union 
Central Life.-—Gain of 33 percent in paid 
production for the first 11 months.* 

E. E. Best, Omaha, Union Central Life 
—l1l-month increase 95 percent. 

J. T. Shirley, Pittsburgh, New England 
Mutual—Largest volume of November 
business in its history, both in number 
of lives and new paid business. Eleven 
month increase 45 percent, every month 
showing a gain. 

* * * 

H. L. Rogers, Indianapolis, Equitable 
Life of New York—November paid busi- 
ness, $1,462,567, written $4,236,858, best 
month since March, 1932; November pre- 
mium income largest since April, 1931. 





The record made in a contest in which 
eight districts were pitted against each 
other in pairs. A. H. Hunt, Kokomo, led 
with 18 applications for $214,000 of which 
$150,000 was paid in November. The 11 
months total for the agency was $10,239,- 
456, compared to $7,418,684 for all of 
1933. 


Belligerent Attorney Dies 


Robert S. Alcorn, belligerent attor- 
ney of Cincinnati, who for many years 
was a thorn in the side of the manage- 
ment of the Union Central Life, and as 
a small stockholder brought suits and 
appeared at stockholders’ meetings for 
the purpose of annoying the company, 
died last week. Of late years, and es- 
pecially since the present management 
came in, Alcorn had been more or less 
quiescent. He was also prominent in 
the Republican party. 


Favors Old Age Insurance 


ST. PAUL, Dec. 27—Old age insur- 
ance legislation for Minnesota is advo- 
cated by Garfield W. Brown, insurance 
commissioner. 

If called upon by the next legislature 
for suggestions Commissioner Brown 
indicated he would recommend a law 
providing for joint contributions by 
workers and employers. 











old age. 


Within the next few days the extraordinary 
strength of that institution, after five years of gruel- 
ling depression, will be revealed . . . and the rev- 


elation will bring a keen sense of security and satis- 


faction to the thousands who have placed their trust 


in that strength. 


NWNL/’s fiftieth annual statement will be released 


on New Year’s Day and will be published in the Jan- 


uary 4 issue of this journal. In that statement will 


ABOUT TO BE REVEALED 


One hundred twenty five thousand 
men and women, in all parts of Amer- 
ica, have placed in the keeping of a 
certain institution the future safety 
and happinessof their dependents and 
...in the same act... the future of 
their own programs of saving and accumulation for 


appear the evidence of the Company’s outstanding 
record in 1934 ... and the outlook for an even 
greater development in 1935. Assets substantially 
increased . . . an unusual degree of liquidity .. . 
reserves established for protection against every 
conceivable contingency ... complete diversifica- 
tion of investments ... in each of these factors 
will be revealed stability and strength. 
policyholders will have good reason to feel that 
their Company is truly . . . 


NWNL 


... “investing for security.” 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, passioewt 


STRON G~-> Minneapolis Minn. ~ LIBERAL 




















THE NATIONAL. 





UNDERWRITER 


December 28, 1934 

















ASSETS 
December 31, 1933 


$175,169,871.31 
INCOME OVER 
OUTGO 1933 


$4,831,493.77 
ae 


BANKERS LIFE 
COMPANY 


Gerard S. Nollen 


President 
Des Moines, Iowa 


\ 55 Years Old 










































































Leads for Leaders 


IDELITY’S successful lead service has 

been in operation for eighteen years. It 
has produced nearly half a million first class 
sales leads. 

From these leads $218,671,153 of direct busi- 
ness has been written. This does not include 
the millions of dollars of business resulting 
indirectly or subsequent to the initial sale. 

Fidelity agents rightly prize a plan which 
over eighteen years has brought interested in- 
quiries from 18.7% of the people it has con- 
tacted. 


Ee IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
YY PHILADELPHIA 


WALTER LEMAR TALBOT, President 























End Mead & Mason Partnership | 





H. S. MEAD 


H. S. Mead, partner of Merritt Mason 
in the Northwestern Mutual Life’s gen- 
eral agency of Mead & Mason at To- 
ledo, O., since 1925, is retiring and Mr. 
Mason will continue the business as sole 
general agent. 

Mr. Mead will continue with the com- 
pany as a personal producer, so far as 
his health will permit. He became a 
special agent of the Northwestern Mu- 
tual in Kalamazoo, Mich., in September, 
1903, following a business career in the 
pharmaceutical manufacturing business. 
He was then 388 years of age. A year 
later his work attracted the attention of 


MERRITT MASON 


the late C. H. Parsons, then general 
agent at Toledo, and he joined that gen- 
eral agency. When Mr. Parsons left the 
field and went to the home office in 
Milwaukee to become director of agen- 
cies, he was succeeded as general agent 
in Toledo by the partnership of Mead 
& Mason. 

Mr. Mason joined the Parsons staff 
as a special agent at Gibsonberg, Ohio, 
in December, 1913. Two years later he 
was advanced to district agent there. At 
the time he was elevated to the general 
agency firm he was the _ Parsons 
agency’s leading district agent. 








Riehle Names Committee to 
Meet with Agency Officers 





In response to the invitation and sug- 
gestion of Frank H. Davis, vice-presi- 
dent of the Penn Mutual, T. M. Riehle, 
president of the National Association 
of Life Underwriters, has appointed a 
committee of five to meet with the ex- 
isting committee of the Association of 
Life Agency Officers to study the 
problem of agency representation. Mr. 
Davis is chairman of the agency offi- 
cers’ committee. 

The National association committee 
consists of Earle W. Brailey, New 
England Mutual, Cleveland; H. T. 
Burnett, Reliance Life, Pittsburgh; 
Paul F. Clark, John Hancock, Boston; 
C. O. Fischer, Massachusetts Mutual 
St. Louis, and Lester O. Schriver, 
Aetna Life, Peoria. Mr. Riehle will 
also act as a member of the commit- 
tee. Roger B. Hull, managing direc- 
tor of the National association, will act 
as secretary to the committee. 

The dates which have been sug- 
gested for the joint meeting of the two 
committees are Feb. 8-9 in New York 
City. 


Suits are Dismissed 

The suits of Commissioner Mitchell 
of California against the Southern 
States Life, Pershing Mutual Life, 
Economy Mutual Life and Notre Dame 
Mutual Life have been dismissed by 
Superior Judge Wilson in Los Angeles, 
on motion of Mr. Mitchell, since the 
entire business and assets of those con- 
cerns have been taken over by the Sun- 
set Mutual Life of Los Angeles. 


Record of E. W. France 
E. W. France of the Hobart & Oates 
agency of the Northwestern Mutual in 
Chicago made a great record in No- 
vember with 30% applications for a 
total of $200,880. That is the record 
number of applications in any one month 

















for the agency. 


Michigan Department Pushes 
Drive on Unlicensed Agents 


LANSING, MICH., Dec. 27.—On the 
basis of an investigation by Michigan 
insurance department, M. W. Slater of 
Kalamazoo was taken into court during 
the past week and pleaded guilty to a 
charge of soliciting insurance without 
a license. He had been representing 
the Reliance Life of Denver. After 
promising to abide by the licensing laws 
in the future he was placed on proba- 
tion by Judge G. L. Stewart. 


Slater, it was determined, had re- 
cently represented the National Aid 
Society, an assessment outfit against 


which the department has been cam- 
paigning. Department representatives 
have also elicited promises from several 
unlicensed agents who were seeking 
business for similar societies to discon- 
tinue their activities. 


Detroit Sales Go Up 


DETROIT, Dec. 27.—There was 4a 
sharp upturn in the volume of life in- 
surance written in the Detroit territory 
in November, accordng to H. B. 
Thompson,  secretary-counsel Associ- 
ated Life General Agents & Managers 
of Detroit. 

November paid volume of 18 com- 
panies writing approximately 40 per- 
cent of the total was reported as $8,- 
095,519, an increase of 26 percent over 
last year and 29 percent over October. 
The volume of single premium busi- 
ness for the first ten months of 1934 in 
Michigan exceeded the total for any 
previous year in history. 


Illinois Opinions Published 


The Illinois insurance department has 
caused the publication of a volume ol! 
opinions of the Illinois attorney genera 
during the period of 1921-33 inclusive 
that relate to insurance. The compila- 
tion is expected to be especially valu- 








able to insurance department examiners. 
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Dizzy Season For 
Legislative Men 





(CONTINUED FROM PAGE 1) 


were held last Wednesday and Thurs- 
day in Jefferson City and Kansas City 
on the new Missouri insurance code. 
Another hearing was held in Jefferson 
City Sunday, at which the Life Presi- 
dents Association and the American 
Life Convention were represented. The 
life insurance people are the ones that 
are particularly interested in the Mis- 
souri code, since the changes _princi- 
pally concern life insurance. In that 
state, the code is being drafted primarily 
to prevent practices, which caused the 
destruction of the Missouri State Life 
and the Continental Life of St. Louis. 

On Dec, 27 there will be a meeting 
in New York of a subcommittee of in- 
surance men on the casualty sections 
of the proposed West Virginia code. In 
that state the original intention was to 
present an entire new code to the legis- 
lature, but this has been narrowed 
somewhat so that the changes princi- 
pally will affect casualty insurance, farm 
mutuals and fraternals. 


Members of Subcommittee 


The subcommittee in New York con- 
sists of F. Robertson Jones, Associa- 
tion of Casualty & Surety Executives, 
chairman; E. E. Robinson, secretary 
National Bureau of Casualty & Surety 
Underwriters; A. B. Kelly of the Ameri- 
can Mutual Alliance; E. L. Meyers of 
Chicago, representing the State Farm 
Mutual of Bloomington, IIl.; Brooklyn 
B. Bridge, Columbus, O., representing 
the State Automobile Mutual of that 
state, and Attorney Ballard of Colum- 
bus, representing the Farm Bureau Mu- 
tual Automobile of Ohio. 

In California a recodification is being 
proposed. This is more of a technical 
nature, however, than in other states. 
It consists almost entirely of clarifica- 
tion and rearrangement rather than 
radical change as to contents. 

A new code has been suggested in 
Indiana for about two years and drafts 
of such a code are in the hands of some 
insurance people. 

Some of the southern states will un- 
dertake a recodification. Alabama and 
Georgia are being eyed particularly by 
insurance people. 

The Illinois insurance code appears 
to be filled with more dynamite than 
any other. Practically every one in the 
insurance business in any capacity is af- 
fected in some way, more or less seri- 
ously. 

In addition to the proposed codifica- 
tion, which will demand much attention 
from insurance people, there will be in- 
cidental insurance measures introduced 
throughout the country and Congress 
will undoubtedly consider several meas- 
ures of interest to insurance, the prin- 
cipal one being a bill to bar the mails 
to unlicensed companies. Then there is 
the shadow of a possibility of a con- 
gressional investigation of insurance. 

Much interest is being expressed by 
Illinois insurance men in when and 
where the hearings will be held on the 
proposed new Illinois insurance code. 
There has been no official word from the 
insurance department or the joint legis- 
lative committee of which George A. 
Fitzgerald is chairman. The Illinois leg- 
islature convenes Jan. 9. It is possible 
that if any hearings are held before Jan. 
9, they will be conducted in Chicago, 
since three members of the joint legis- 
lative commission are Chicagoans. After 
Jan. 9, probably the hearings will be held 
in Springfield, unless they are scheduled 
over the week ends in Chicago. 


DRAFT INDIANA CODE 


INDIANAPOLIS, Dec. 26.—A com- 
prehensive insurance code is being 
rounded out to be presented in the com- 
ing session of the Indiana legislature. 
This proposed codification of the insur- 
ance laws is in no way connected with 
the code that was prepared for introduc- 
tion in the legislature two years ago. 
Insurance Commissioner McClain with 
others has been devoting much time dur- 


ing the past six months and more to 
drafting this code. It is designed to 
give the state an insurance code that 
will be simple in form, free from am- 
biguities, uniform in its application to all 
classes of insurance and will strengthen 
the authority of the insurance depart- 
ment in quarters where it is recognized 
that more effective control is needed. 
First drafts of the code have been sub- 
mitted to various insurance company and 
agency organizations, company officials 
and others and the reactions thus_far 
have been most encouraging. “This 
code is well prepared. It is concise and 
is a great improvement over present 
Indiana laws,’ is the comment of one 
official of an organization which is in 
line with comments received from 
others. As soon as_ this preliminary 
scrutiny is completed copies will be 
printed for more extended distribution. 


— 


HOLD MISSOURI CONFERENCES 


JEFFERSON CITY, MO., Dec. 26. 
—P. B. McHaney, attorney for the 
Missouri department, and other officials 
have started work on the final draft of 
the proposed new insurance code for 
Missouri which Superintendent O’Mal- 
ley plans to submit to the new Mis- 
souri assembly when it convenes 
Jan. 7. Just how soon the code in its 
final form will be ready is problem- 
atical, but Mr. O’Malley hopes to have 
it finished early in January. 

During the past few weeks depart- 
ment officials have conferred with rep- 
resentatives of various insurance asso- 
ciations and companies. These confer- 
ences resulted in a decision to change 
some of the provisions 

It is almost certain that when the 
proposed code goes before the assem- 
bly it will have the support of the ad- 
ministration, and with the Democrats 
in complete control of both houses its 
passage is practically assured. 


Hearing on Sunday 


There was a hearing in Jefferson City 
on Sunday in charge of Mr. McHaney, 
Deputy Superintendent Robertson and 
Assistant Counsel Allebach of the de- 
partment. Among the insurance men 
present were Bruce Shepherd of the 
Life Presidents Association; R. H. 
Kastner, American Life Convention; 
George Graham and James Jones, Cen- 
tral States Life; Allen May, General 
American Life, Attorney Lon Hacker of 
St. Louis; Julian Harvey and T. L. An- 
derson of the St. Louis Mutual Life. 

The insurance people sought to have 
the proposed agents qualification law, 
providing for written examinations, 
modified and the model law, which has 
been approved by the Life Presidents 
Association and American Life Conven- 
tion was submitted. However the de- 
partment people indicated little willing- 
ness to modify the proposal. 

There seems to be a good chance that 
the code will provide for use of a two 
year suicide clause instead of the pres- 
ent Missouri law, which forces com- 
panies to pay in event of suicide unless 
it is established that the assured con- 
templated ending his life when applying 
for the insurance. Also it is probable 
that the usual provision for adjustment 
of insurance where the age of the in- 
sured has been misrepresented, will be 
recommended, in place of the Missouri 
statute which makes the company liable 
for the face of the policy unless the 
misrepresentation contributed to the 
loss. 

It is understood there will be no more 
hearings and the code will be presented 
shortly after the legislature convenes. 


Great American’s New Policies 


The Great American Life of San An- 
tonio, Tex., is getting out a new line of 
annual dividend policies to be sold Jan, 
2 and thereafter, including ordinary life, 
20-payment life, ordinary life preferred 
risk, 20-payment life preferred risk, 20- 
year endowment, insurance income at 


ages 50, 55, 60 and 65, life expectancy, 
juvenile 20-payment policy, 20-payment 
life with coupon, and a 20-payment life 
coupon return premium policy, which is 
being called the 


“president’s protective 





investment plan.” 





ADVANCE SUMMARY 


An Estimate of Items 
Annual Statement, December 31, 


Insurance in force................ $101,000,000 
300,000 


Admitted Assets ................ $ 22,250,000 
750,000 


New Paid Life Insurance........... $ 10,000,000 
ss ieee $ 1,300,000 


1934 


The Midland Mutual Life Insurance Company 
Columbus, Ohio 
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Building the Best Company 


HIS Company is not interested in any oppor- 

tunity to add to its field force by inducing a 
salesman to quit the service of another life com- 
pany. If a man of another company wishes to join 
our sales force conversations will be started after 
reference to his manager or to his company’s Home 
Office. 


It is our policy and program to train and guide men 
who have not had previous experience in life insur- 
ance as our selling associates. This is the way we 
are building one of the best life insurance companies. 
It is a happy and inspiring work in which to be 
engaged. 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 
O. J. LACY, Pres. SACRAMENTO, CAL. 
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Insurance Buyers 
Expect More 


The public is learning to require more of life 


insurance salesmen. If accident insurance is lack- 
ing or an annuity would fit the case the life insur- 
ance man can’t afford to ignore the fact. 


Recommending salary savings and group lines 


when these will do the work is part of the service 
expected of the fully trained insurance man. 


For equipment for handling these supplemen- 


tary lines call our local office. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











































Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 


Training that will enable him to get into production early in his 
career. 


. Supervision in the field under competent direction that will fix 


proper sales habits from the start. 


A prospecting technique that will give him enough of the right 
kind of people to see. 


Organized sales presentations that will sell life insurance. 


Daily Planning Charts and Time Control that automatically reduce 
"scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 
carry out this kind of a program. 
underwriting, we invite you to write us for particulars. 


If you contemplate entering the field of life 


Address your inquiry to 





Home Office: Portland, Oregon 


“Pioneer Mutual Life Insurance 
Company West of the Rockies" 









Review of Important Events 
and Trends in 1935 Is Given 


(CONTINUED FROM PAGE 2) 


constitutional and two others sustaining 
its validity. Appeals are pending, and it 
will be several months at least before 
one of these cases is expected to reach 
the United States supreme court. 

During the first two years of the de- 
pression, the life companies generally 
continued their 1929 dividend allotments 
to participating policies. In 1932, how- 
ever, there began a process of readjust- 
ment as a measure of prudence, if not 
necessity. Few of the companies have 
announced further reduction in their div- 
idend scales for 1935, and as indicating 
a growing confidence in the future, sev- 
eral leading companies have announced 
an increase in their dividends to policy- 
holders payable in 1935. It may, there- 
fore, be said that the effect of the de- 
pression on soundly managed participat- 
ing life insurance has been limited to a 
relatively small and possibly temporary 
increase in the cost of paying death 
claims and other obligations. Several of 
the non- participating companies are in- 
creasing their premium rates on future 
issues as that is the only manner in 
which they can adjust themselves to the 
downward trend in interest earnings. 
Also, some of the companies heretofore 
operating on a 3% percent reserve basis 
are changing future issues to a 3 percent 
or 3% percent basis. 

In 1932 five of the larger companies 
thought it wise to increase their surren- 
der charges, and it is of interest to note 
that during 1934 a number of other lead- 
ing companies have adopted modified 
surrender values effective in 1935. 





Annuities and Investment Forms 


During the depression period, the pub- 
lic has shown its confidence in the finan- 
cial security of life insurance companies 
by the sharply increased demand for life 
annuities, single premium policies and 
types of contracts that are of an essen- 
tially investment character with little or 
no insurance element. Most of the life 
offices failed to foresee the effect of com- 
ing investment difficulties and withdrawal 
privileges, and accepted large amounts 
in premiums of this character. During 
1934 more or less stringent limitations 
have been placed on this type of busi- 
ness. A number of the leading com- 
panies are increasing their life annuity 
rates by reducing the interest basis from 
3% percent to 3% percent, and other 
adjustments. 

An interesting development of the 
year was the adoption by three giant 
companies of life annuity contracts on a 
participating basis, the basic interest as- 
sumption being 3 percent. This de- 
parture from the traditional practice of 
selling life annuities only on a non- 
participating basis will be watched with 
interest. Another possible field for use- 
ful social service would be the sale of 
life annuities to impaired lives if and 
when the knowledge of impaired life 
class mortality is sufficient to permit the 
calculation of safe premium rates, Im- 
paired lives can secure life insurance at 
a price, but persons materially impaired 
cannot under present practice obtain the 
security of an annuity income except 
at relatively high cost, since existing 
life annuity rates assume that the appli- 
cant enjoys standard if not actually 
super-standard vitality. 


Increased Agency Activity 


Part at least of the improvement in 
new business during 1934 has been the 
result of increased agency activity in 
the pushing of plans of insurance de- 
signed to minimize the immediate pre- 
mium outlay required of the buyer. 
This has resulted in the curious para- 
dox that there is a reduction in the 
average annual premium per $1,000 by 
the sale of the cheaper plans of insur- 
ance, while at the same time the de- 
mand for single premium contracts and 
retirement endowments has increased. 

A marked development in the agency 
methods of the year is the increase in 











the number of conservative companies 
adopting extensive advertising programs 





through national magazine, newspaper 
and radio media as aids to their agents 
during these difficult times. 

Life insurance is a highly competitive 
business, and as an institution has _suf- 
fered by its competitive methods. Dur- 
ing the past generation, its methods 
have been toned down to a considerable 
extent, outwardly at least. Some years 
ago the A. M. Best Company, publish- 
ers for many years of Best’s life insur- 
ance reports, began the publication of 
ratings of life insurance companies ac- 
cording to openly stated formulas, modi- 
fied and presumably improved from time 
to time. In consequence of recent eco- 
nomic disturbances, the number of com- 
panies given unsatisfactory ratings 
which were, of course, quoted against 
them by competing agents, naturally in- 
creased. This has precipitated a con- 
troversy between the Best Company and 
the American Life Convention as to the 
justice of attempting to make, and the 
effect on public interest of, published 
comparative ratings. The heat of the 
argument has not been diminished by 
the appearance of rating cards published 
by other organizations assuming the 
right to tell present and prospective pol- 
icyholders which companies they con- 
sider of less than AA quality without 
much apparent competency for the task. 
Notice has been taken of the contro- 
versy by the National Convention of In- 
surance Commissioners, which recently 
appointed a committee to consider the 
subject. 

After the trying year of 1933, the year 
now closing must be regarded as com- 
paratively satisfactory. Progress has 
been made towards recovery. Numerous 
adverse trends have halted. There is 
abundant evidence that public confi- 
dence in the institution of life insurance 
and understanding of its benefits are 
higher than ever in the history of the 
service. When credit begins once more 
to circulate freely, and impaired private 
incomes are restored, there is every rea- 
son to expect an immense expansion of 
life insurance coverage by efficiently 
managed companies, an expansion which 
no plan of social insurance benefits, fed- 
eral or state, however successful, can 
materially retard, if indeed such plans 
would not stimulate the sale of pri- 
vately operated insurance, as occurred in 
the case of the war risk insurance 
plan. 


Loses Tax Appeal 


WASHINGTON, Dec. 27.—Because 
the Commonwealth Life of Kentucky 
did not submit evidence of its account- 
ing methods the United States board 
of tax appeals has ruled that it could 
not hold that the commissioner of in- 
ternal revenue erred in rejecting a de- 
duction as investment expenses of at- 
torney fees paid in connection with the 
acquisition of property through fore- 
closure. 

It was indicated by the board that 
this question, important because of the 
large number of properties taken over 
by insurance companies during the de- 
pression period, would have to await 
some case in which it was developed at 
length before any final decision could 
be rendered. 

The case came before the board in 
connection with appeals lodged by the 


company against deficiencies for the 
years 1928-31, inclusive, aggregating 
$7,459. 


Central Life Iowa Changes 


The Central Life of Iowa announces 
two changes in the Iowa territory. H. 
A. Anderson has been named general 
agent at Davenport with three counties 
in Iowa and five in Illinois included in 
his territory. L. L. Mackey, formerly 
general agent at Webster City, Ia., has 
been moved to Fort Dodge. His ter- 
ritory has recently been enlarged to 
include six additional Iowa counties. 


New Kansas City Setup 


The General Agents & Managers Club 
of Kansas City, Mo., will meet Jan. 14 





to announce its incorporation as a non- 
profit association and elect officers. 
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Mutual Life’s New Dividend 7 
Scale for 1935 Announced|| Kansas Launches Drive 
on Unadmitted Concerns 
(CONTINUED FROM PAGE 3) 
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Jim Watsons 


His ramity may have been lucky, you'll have to judge that for 
yourself, But Jim Watson* never knew how good his life insur- 
ance was. Like many another man he bought a policy he didn’t 
keep up. Two quarterly premiums were paid, the next two were 
taken care of by loans against the first year cash value. When the 
policy lapsed on the anniversary enough of that first year value 
remained to extend the insurance to the following November. 
Jim Watson died October 25 and his wife received the face of 
the policy less only the loan and interest. 

*One of a number of other names would do because such claims are not 
infrequently paid by the Mutual Benefit. 


The Mutual Benefit 


10.80 ———. , 
LIFE INSURANCE COMPANY « NEWARK, N. J. 
sigs Westbrook Talks on AAA ; 


10.24 11.97 Stillman F. Westbrook, vice-president 
sree to of the Aetna Life, spoke at a Hartford 
9.64 : : meeting on the AAA, calline it the 
10.02 11.92 13.92] greatest cooperative effort in the world. 
10.43 12.48 14.49] He told of the troubles of western farm- 
ae inn ee ers for 14 years, specially between 1930- 
11.93 14.91 “| 1933, and showed the contrast in condi- 
12.53 14.92 “ tions on their farms under the AAA. 
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SB f Al OHIO IN 1935 
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8.68 9.3 Bo be , . pitas , 
a36 463 «817 Bee bas Atlantic Life in 1935 will devote special efforts to building its organiza- 
a a a ae tion and extending its operations in the State of Ohio. A number of capable 
7.44 7.85 846 9.14 9.86 men have already accepted appointments under our liberal General Agency 
BB HR and District Agency contracts, and will be assisted in their work by an 
5 fae fee (Se oer experienced Supervisor devoting his full time to the development of that State. 
in Uf Se 2.88 10.90 There are still splendid opportunities to represent this Company in lead- 
795 848 9.28 10.24 11.41 ing centers of Ohio. _Underwriters interested in learning fully about the 
a wee Ee BR details of our attractive plan are invited to write to Eugene A. Hahne, 
8.23 8.85 9.78 11.01 12.33 Supervisor, 1207 Mercantile Library Building, Cincinnati. 
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Salesman’s Situation Demands Study 


Wut.e the monthly reports of new life 
insurance written show consistent in- 
creases the situation with regard to the 
life insurance salesman calls for careful 
study at this time. The agents of course 
are not making the money they used to 
make. A few years ago a million of 
life insurance written in the average 
company meant almost all straight 
ordinary life. 20 pay and 20 year endow- 
ment. Today the case is quite different. 
A breakdown of the current business of 
one of the fairly large companies re- 
cently showed about 50 percent was 
annuity business on which the agent’s 
commission is comparatively small. At 
least 15 percent more was accounted for 
by rewritten cases on which there was 
probably a larger lapse than the amounts 
written and various forms of low-priced 
policies. Perhaps in that company not 
more than 35 percent of the regular 
forms of life insurance was written. 

The backbone of the agency system at 
the present time is the agent’s renewal 
contract. Although many agents are 
spending a good part of their time in 
advising clients in various readjustments 
of their policies this in itself shows the 
value of the renewal system. Agents 
are really earning their renewal commis- 
sions these days if they are giving the 
service expected of them and these are 
the agents who are still making a decent 
living out of the life insurance business. 

A recent survey showed 23,000 life 
agents’ licenses issued in the state of 
Ohio. Probably not more than 3,000 
out of the 23,000 licensed agents are 
making a decent living. We are not 
among those who believe that 20,000 
agents in Ohio can or shduld be discon- 
tinued or that it would be for the good 
of the business to have this done. We 


doubt whether it is up to the life under- 
writers associations or the better agents 
themselves to use some arbitrary method 
to eliminate from the business their 
weak competitors to whom they object 
so much. The natural laws of competi- 
tion and the survival of the fittest can 
perhaps be depended upon to solve the 
problem rather than to attempt to put 
through some program of a more or less 
arbitrary nature. 

At the same time it is clear that many 
agents are going to be forced out of the 
business unless there is a return of a 
moderate degree of prosperity. Possibly 
if the life insurance business had con- 
tinued at the pace of say 1929 it would 
have passed its saturation point and life 
insurance would have occupied too large 
a place and made itself unwieldly in the 
economic scheme; a set-back was pos- 
sibly due for life insurance the same as 
for bond and stock selling and business 
development in many other fields. 

The life insurance forces should not 
be discouraged over the course of events. 
Life insurance has come through the de- 
pression better than any other large 
business and life insurance field men on 
the whole have been iess injured than 
salesmen in other lines. At the same 
time it is the wise course to view condi- 
tions as they are. With a true perspec- 
tive there is still a tremendous unde- 
veloped field and plenty of room for 
normal development. For one thing, too 
much emphasis is perhaps being placed 
upon annuities and the low priced forms 
and not enough attention to regular life 
insurance protection: for the average 
man. When the conditions have righted 
themselves the life insurance man will 
be forced back on the main track 
whether he wishes it or not. 


Abundance, of Splendid Convention Material 


TuosE who have been close readers of 
Tue NATIONAL UNDERWRITER during the 
last two months cannot help but be 
impressed with the amount of high 
grade material that has come out of vari- 
ous life insurance conventions. It is a 
time when all are doing some profound 


thinking. Insurance men are delving 
into problems seriously, endeavoring to 
seek the truth and ascertain lines of 
procedure that will bring constructive 
results. Altogether the convention sea- 


son has been most fruitful in the ad- 
dresses that have come forth. 








PERSONAL SIDE OF BUSINESS 








P. M. Fraser, vice-president of the 
Connecticut Mutual Life, has been 
elected a director of the United Air- 
craft Corporation. Mr. Fraser is inter- 
ested in all phases of aeronautics. He 
became affiliated with the Connecticut 
Mutul in 1906, became its general agent 
in Brooklyn in 1918 and later in New 
York City and for many years was its 
leading general agent. 


H. M. Leonard, head of the Manhat- 
tan Mutual Life of Manhattan, Kan., 
early next month will reach his 85th 
birthday anniversary. He has. been in 
the business in Texas and other south- 
western points for many years. He is 
on the job regularly and gives the com- 
pany his personal attention. Mr. Leon- 
ard was at one time St. Louis represen- 
tative of the Home Life and later was 
connected with the Bank Savings Life 
at Topeka, the Home Mutual of To- 
peka, the Globe Life of Salina and the 
American Mutual of Hutchinson, Kan. 
The Manhattan Mutual Life does busi- 
ness only in Kansas. It has some 
$6,000,000 of insurance in force. 


J. Y. Williamson, former vice-presi- 
dent of the Southwest Texas Life Un- 
derwriters Association and one of the 
leading producers of the San Antonio 
agency of the Southwestern Life, has 
been installed as secretary-treasurer of 
the Oklahoma-Texas district of Kiwanis 
International. 


D. F. Hoyer, 73, for many years until 
his retirement eight years ago general 
agent of the New York Life, died at 
his home in Columbus, O. 


A Christmas pageant in costume, 
“The Coming of the Prince of Peace,” 
was presented by more than 100 home 
office employes of the Mutual Benefit 
Life in the company’s auditorium Mon- 
day afternoon. James Philipson of the 
renewal department directed the pro- 
duction. 

Dr. William R. Ward, medical di- 
rector, took the part of an aged pilgrim 
and Miss Elsa Mayer sang the role of 
Mary. A. J. Kirkland, Chauncey 
Brown and Edward A. Dougherty were 
three kings and Edwin Mott was the 
leading shepherd. 

A mixed chorus of 40 sang from the 
orchestra pit. At the end of the pag- 
eant, trumpeters led a procession of 
40 more choristers to the stage. 


M. A. Linton, president of the Provi- 
dent Mutual Life, was tendered a lunch- 
eon by the officers of the company 
on the occasion of his 25th anniversary 
of service. In addition to flowers which 
were presented to Mr. Linton by his 
associates and by the Provident Field 
Club, Mr. Linton was also given a nine 
foot spruce tree by the employes to 
plant on the lawn of his home in 
Moorestown, N. J. 

Mr. Linton entered the service of the 
company in 1909 at the age of 22 as a 
clerk in the actuarial department. 


Ben F. Shapro, senate resigned as 
San Francisco general agent of the 
Penn Mutual Life, who is scheduled to 
leave that city soon after the first of 
the year on an extended vacation in 
New York, was guest of honor at a 
luncheon given by the San Francisco 
General Agents & Managers’ Associa- 
tion. H. V. Montgomery, vice-chair- 
man of the organization and general 
agent of the State Mutual Life, arranged 
the program. J. A. Sullivan, agency 
manager Equitable Life of New York, 
presided. 

F. A. White, assistant secretary of the 
Canada Life, is celebrating his 35th an- 
niversary of continuous service in the 
home office. He joined the permanent 
staff in December, 1899, as a clerk. He 


the service after removal of headquar- 
ters from Hamilton, Ontario, to Tor- 
onto. He has had experience in nearly 
every department, from the early writ- 
ing of policies by hand to care of ad- 
vertising and literature. He assisted 
with early issues of the company’s pub- 
lication “Life” in 1911, helped write the 
sales course in 1914, the first of its kind 
in Canada. He did early work on group 
insurance in 1919, and in 1923 helped 
reorganize and enlarge the conservation 
work. He was appointed assistant 
secretary in 1924. Largely through his 
efforts the Life Conservation Associa- 
tion of Canada was organized in 1931, 
he being chosen first president. This 
association of 22 Canadian life compan- 
ies has done a great good for the busi- 
ness. Mr. White, always a student of 
field problems, is collaborating with the 
educational department of the Canada 
Life in preparing a correspondence 
course in selling. 

H. W. Abbott, Pittsburgh general 
agent of the Massachusetts Mutual Life, 
Pa., is in San Francisco to spend the 
holidays with H. A. Binder, general 
agent of the company in that city. Mr. 
Abbott, a speaker of national reputa- 
tion, is making a tour of the Pacific 
Coast visiting general agencies of the 
company and delivering addresses to 
various groups. While in San Francisco, 
Mr. Abbott visited with his daughter, 
a student at Stanford University. 


Employes of the Bankers Life of 
Iowa with 10 years or more of service 
were presented vases by President G. S. 
Nollen. Secretary B. N. Mills has com- 
pleted 20 years of service. In the 15- 
year class were R. B. Alberson, vice- 
president and general counsel, and E. 
McConney, vice-president and actuary. 
J. H. McCarroll, advertising manager, 
has completed ten years of service. 


J. M. Gaines of Greenwood, S. C., and 
his wife celebrated their 60th wedding 
anniversary recently. For many years, 
Mr. Gaines was head of the South Caro- 
lina agency of the Life of Virginia, re- 
tiring from active service two years age. 


A testimonial dinner for Commis- 
sioner Dan C. Boney of North Caro- 
lina, newly elected president of the Na- 
tional Convention of Insurance Com- 
missioners, is being sponsored by the 
North Carolina Association of Insurance 
Agents and fire, casualty and life in- 
surance men. The final details have not 
been completed but tentative date has 
been selected between Jan. 10 and 15. 
Speakers will be selected from the re- 
spective fields of insurance and those in 
attendance will be executive officers and 
their supervising chiefs, numbering 
probably 1,000 persons. 


Robert L. Bowen, Cleveland, recently 
appointed Ohio superintendent of insur- 
ance, spent a few days last week in Co- 
lumbus getting acquainted with the du- 
ties of the office and the personnel of 
the department. 


Harry G. Seaman of Chicago, chief 
license superintendent for the Illinois in- 
surance department, has returned to 
work after being off the reservation 
about three months. He was in the 
Franklin Boulevard Hospital in Chicago 
for a while for observation and then 
spent the rest of the time taking it easy 
at home. He is not yet on a full time 
basis in his work. 

All daily production records of the 
General American Life were broken by 
a wide margin when the agents of the 
company combined in a surprise birth- 
day present to President Walter 
Head. Early returns indicated that more 
than $2,000,000 in new business was 








was the first new employe taken into 


written, including group | insurance. 
Fred Sale of St. Louis was the indi- 
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vidual leader, writing a group policy for 
$250,000, in addition to a number of 
individual policies. The administrative 
committee of the company entertained 
Mr. Head at a birthday party dinner 
and it was at this gathering that the 
surprise telegraphic reports from the 
agents throughout the country telling 
of their day’s work began at come in. 

Mr. Head, who was born in Adrian, 
Ill., on December 18, 1877, has made a 
splendid showing since assuming the 
presidency of the General American 
Life. 


L. Edmund Zacher, president of the 
Travelers, was recently elected a direc- 
tor of the Guarantee Trust Company of 
New York. 


T. W. Van Hoesen was honored at a 
testimonial dinner last week on the oc- 
casion of his completion of 50 years 
in the service of the Fidelity Mutual 
Life. He is assistant treasurer of the 
company, having been elected to that 
position in 1930. He held during the 
years many responsible positions in the 
accounting and financial departments of 
the company. 

George Quam of Minneapolis, one of 
the largest producers for the Security 
Mutual Life of Nebraska, has tempo- 
rarily retired from field work, having 
been signed a lucrative contract to tour 
the larger cities giving exhibitions of 











handball playing. When 7 years old 
he lost an arm in a railroad accident, 
but is one of the leading handball play- 
ers of the country in spite of that 
handicap. “Believe-it-or-not” Ripley 
played him up because of that fact, and 
Harold Lloyd, a handball fan who has 
three courts on his estate, invited him 
to visit him. Mr. Quam says most per- 
sons think he is handicapped by having 
one hand only, when as a matter of fact 
it is a help, since he does not have to 
stop to debate which hand to use on 


a play. 


H. M. McCullough, who formerly 
represented the Northwestern Mutual 
Life in Iowa, has been appointed chief 
reviewer of the Milwaukee underwrit- 
ing office of the Federal Housing Ad- 
ministration. He will have charge of 
a department passing on applications for 
mortgage insurance under the FHA 
plan to stimulate home building. 


R. E. Spaulding, manager of the Mu- 
tual Life of New York in Chicago, who 
is planning to retire Dec. 31, has been 
in the Evanston hospital for a few 
days under observation. It is reported 
he returned to his home this week. His 
condition was said to be due to a gen- 
eral indisposition rather than any seri- 
ous complication. The luncheon to 
have been held in his honor with the 
office and agency staff as hosts was 
postponed until he is able to return to 
the office. 








NEWS OF THE COMPANIES 





Further Shift Is Effected 


Another Block of Casualty Business 
Transferred from Aetna Life 
to Aetna Casualty 





In pursuance of the plan approved and 
started a year ago involving a redis- 
tribution of business between the Aetna 
Life and the Aetna Casualty, further 
transfer of all casualty lines except per- 
sonal accident, health and group lines, 
will become effective Jan. 1. 

The shifting of these lines will make 
possible a more efficient acquisition and 
management of the Aetna’s casualty 
business both from the standpoint of the 
companies involved, its representatives 
in the field and the public. It will ulti- 
mately permit the Aetna Life to do a 
strictly life and accident business, con- 
fining all casualty lines to the Aetna 
Casualty and fire and marine lines to 
the Automobile of Hartford. 

The original transfer of business, 
which has been in effect for several 
months, affected the territory west of 
the Mississippi. The offices in the fol- 
lowing states are included in the second 
transfer: Alabama, Florida, Georgia, 
Illinois, Indiana, Kentucky, Maryland, 
Michigan, North Carolina, Ohio, South 
Carolina, Tennessee, Virginia, West 
Virginia, Wisconsin, and the District of 
Columbia. Beginning Jan. 1, the Aetna 
companies’ casualty offices in the entire 
country except New York, Pennsyl- 
vania, New Jersey, Delaware and the 
six New England states will come under 
the new alignment. 





Mutual Benefit to Launch 
New Advertising Campaign 





The Mutual Benefit Life has com- 
pleted plans for a national advertising 
campaign to begin the last week in 
January and to continue through the 
greater part of the year, according to 
Edward E. Rhodes, vice-president. The 
magazines selected to carry the cam- 
paign are the “Saturday Evening Post,” 
“Colliers Weekly” and “Time.” These 
publications have a combined circula- 
tion covering at least 5,500,000 families. 

Each advertisement will consist 
largely of a statement from a _ promi- 








nent policyholder of the Mutual Bene- 
fit. The first advertisement will fea- 
ture a quotation from A. Harry Moore, 
United States Senator from New Jer- 
sey, the Mutual Benefit’s home state. 
Subsequent advertisements will feature 
the experience of other prominent 
policyholders in various parts of the 
country and in different walks of life. 
The main theme of the entire campaign 
will be an expression of confidence in 
the Mutual Benefit’s strength and sta- 
bility, and the subject will be ap- 
proached from several viewpoints. 

A small part of each advertisement 
will be devoted to a brief explanation 
of some special use of life insurance, 
such as for investment, educational ex- 
penses, family income, retirement in- 
come and so on. A _ booklet dealing 
more fully with each subject will be 
offered upon request, but no coupon 
will be used. 


O’Hern Appeals Michigan 
Order in Peoria Life Suit 


GRAND RAPIDS, MICH., Dec. 27. 
—C. V. O’Hern, Illinois receiver of the 
Peoria Life, has appealed to the U. S. 
circuit court of appeals at Cincinnati, 
from the decision of Judge Raymond in 
federal court here ordering Mr. O’Hern 
to recognize a Michigan receiver ap- 
pointed by the Kent county circuit 
court. 

Judge Raymond had held the Illi- 
nois receiver in contempt through re- 
moval of records and assets from this 
state in the face of a restraining order. 
He ordered a “purging of such con- 
tempt” by return of all assets and doc- 
uments, and appointment of a Grand 
Rapids trust company as Michigan re- 
ceiver was at least temporarily affirmed 
pending a hearing on its merits of a 
case brought by two policyholders. 

Meanwhile Commissioner Gauss at- 
tempted to obtain control of the re- 
ceivership for the Michigan department, 
which had not been consulted in the 
earlier proceeding, by filing petition for 
receivership in circuit court at Lansing. 
That court declined to act until the 
Kent county and federal court proceed- 
ings were withdrawn or quashed. Sev- 
eral conferences were held but appar- 
ently without results. Mr. O’Hern had 
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previously indicated he would prefer 
the department receivership. 





Hearing on Register Assets 

Actual value of the assets of the 
Register Life, recently reinsured by the 
Guaranty Life of Davenport, will be 
ascertained in a hearing in district court 
there Jan. 3, as a part of the receiver- 
ship action in connection with the 
Register Life. The receiver has placed 
a value of $1,765,686 on the assets. It 
is necessary to'ascertain the true value 
of the assets so’as to permit of a divi- 
sion between the purchaser, the Guar- 
anty Life, and dissenting creditors and 
policyholders. The Register Life at 
the time it went into receivership had 
insurance in force of approximately 
$27,000,000. 





Missouri State Liquidation 

ST. LOUIS, Dec. 27.—A report filed 
with the circuit court by Superintendent 
O’Malley, who has charge of liquidation 
of the Missouri State Life, estimates 
that the net earnings of the General 
American Life on the Missouri State 
Life account by Dec. 31 will total ap- 
proximately $3,600,000. 

The report reveals the improvement 
in general conditions since the Mis- 
souri State Life receivership action was 
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Reserve Company, are invited to correspond 
with us relative to open territory in Michigan, 


Ohio and Illinois. 


Guarantee Mutual Life, now in its Thirty-third 
year of successful operation, with substantial 
increases in Assets and Surplus, offers an up- 
to-date Agency contract with liberal first year 
commissions and vested renewals. 


For further details write to 


our Agency 


LIFE 


ORGANIZED 1901 


ASSETS OVER $16,500,000.00 
SURPLUS OVER 2,500,000.00 









Sy 
“De 


DX 





instituted in August, 1933. It shows 
that bonds and real estate formerly 
owned by the Missouri State have since 
been sold at $945,889 more than the ap- 
praised value at that time. Bonds with 
a book value of $8,378,743 were sold by 
the General American for $9,181,752 
while several farm properties were sold 
at $406,921, or $91,802 above the book 
value, and city real estate brought $761,- 
911, a gain of $102,579 compared with 
the appraised value. 

The General American has also con- 
verted various mortgage loans into 
HOLC and Federal. Farm Mortgage 
Corporation bonds, the total of these 
bonds being $1,174,050. 

Of the $100,000 paid in by the Gen- 
eral American to defray the expenses 
of liquidation of the Missouri State, 
there still remain unexpended $64,804. 


———_————_e 


Report on Oregon Mutual 


PORTLAND, ORE., Dec. 27.—At 
the conclusion of the convention ex- 
amination of the Oregon Mutual Life 
by the Oregon, Idaho and Washington 
departments examiners stated they 
found sufficient reserves set aside, that 
assets were ample to protect the com- 
pany’s policyholders and _ obligations; 
that the administrative work through 
the committees, officers and staff is 
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thoroughly done. The company has 
rot borrowed funds or 
its securities to meet current obligations 
and the liquid position of the company 
is excellent. 

The examiners, after carefully review- 
ing the company’s organization and de: 
velopment from date of origin nearly 30 
years ago noted the many safeguards 
set up in the very beginning for the 


disposed of 






benefit of policyholders. No expenses 
were incurred or paid in connection 
with promotion of the company. 





Massie Confederation Life Director 


Col. R. F. Massie of Toronto, presi- 
dent of the Dominion Fire and of Mas- 
sie & Renwick, has been made a director 
of the Confederation Life. 











AMONG COMPANY MEN 





Dr. Christiernin Is Named 


Advanced to the Position of Medical Di- 
rector of the Metropolitan Life 
Succeeding Dr. Knight 








The Metropolitan Life announces the 
appointment of Dr. Charles L. Christ- 
iernin as medical director, to succeed 
Dr. Augustus S. Knight, who will re- 
tire Dec. 31 after 42 years of service. 

Dr. Christiernin is a graduate of Har- 
vard University and Harvard Medical 
School, and has been associated with the 
Metropolitan since 1909, when he was 
appointed a medical examiner in Bos- 
ton. He became a member of the home 
office medical staff in 1911, and was 
appointed an assistant medical director 
in 1916. He has served as president 
and treasurer of the Association of Life 
Insurance Medical Directors. 

Dr. Knight, who has been prominent 
in the field of preventive medicine and 
hospital administration for many years, 
is also a graduate of Harvard and Har- 


vard Medical School. His first asso- 
ciation with the company also was as 
an examiner in Boston, where he was 
appointed in 1892. He was appointed 
assistant medical director in 1900. He 
was advanced to medical director in 
1901 to serve jointly with Dr. Thomas 
H. Willard, who retired two years ago. 
Dr. Knight is president of the board of 
managers of the New Jersey State Hos- 
pital for Mental Diseases and a trustee 
of Somerset Hospital, Somerville, N. J. 
The company also announced the ap- 
pointment of Dr. Albert W. Bromer, 
Dr. William P. Reed and Dr. George P. 
Robb as assistant medical directors. 





New Agency Department Heads 


President Matthews of the Cosmo- 
politan Old Line Life of Lincoln, Neb., 
announces the appointment of W. H. 
Dunkak as superintendent of agencies, 
with Merle Loder and Emmett Duna- 
way as assistants. Mr. Dunkak went 
to the Cosmopolitan in 1929 from South 
Dakota and for the last year has been 





in charge of organization work. Mr. 





| Advanced by Connecticut Mutual 











R. W. SIMPKIN 


The Connecticut Mutual Life has an- 
nounced two promotions. R. W. Simp- 
kin, who has been agency assistant 
1929, is advanced to assistant 
superintendent of agencies and Kenil- 
worth H. Mathus, editor of publications 
since 1931, becomes supervisor of pub- 
lications. 

Mr. Simpkin first became associated 
with the Connecticut Mutual in 1916 
and has been a member of the agency 
department since 1928. With eight 
years prior experience in auditing work 
at that time, Mr. Simpkin possessed the 
necessary qualifications for laying the 
present agency cost system used by the 
company, and has worked closely with 
the Life Insurance Sales Research Bu- 
reau on cost problems. His field work 
has greatly aided general agents in their 
office management problems. He has 
also appeared in a speaking capacity 
before many gatherings, notably the 
Association of Life Agency Officers and 








the Life Office Management Associa- 








K. H. MATHUS 


tion. Mr. Simpkin is a graduate of 
Loomis Institute. : 

Mr. Mathus went with the Connecti- 
cut Mutual’s agency department in 1925. 
He first started in life insurance as an 
agent, after experience in newspaper 
and advertising work. He later became 
advertising manager of the United Life 
& Accident. Mr. Mathus is well 
known in advertising and insurance 
circles as a writer on business prob- 
lems and is widely known throughout 
the country as a speaker and author, 
having written three books and more 
than thirty-five articles on life insur- 
ance salesmanship. The company’s 
monthly magazine of salesmanship, 
which was recently awarded first prize 
at the Life Advertisers Association's 
convention, has, under Mr. Mathus’ di- 
rection, been developed and brought to 
its present position among the best 
known insurance publications. Mr. 
Mathus is a graduate of Brown Uni- 
versity. 
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Loder has been with the company for 
seven years, the last three as general 
agent at Hastings, Neb. Mr. Dunaway 
is a World war veteran who served five 
years from 1920 to 1925 with the war 
risk division of the veterans’ bureau. 
Since then he has been selling life in- 
surance, the last 14 months with the 
Cosmopolitan. 


G. P. Hitchcock to Chicago 


George P. Hitchcock, who has been 
connected with the claim department 
at the head office of the Equitable Life 
of New York for about 10 years, has 











been transferred to Chicago where he 
is associated with Yancey Shaver. The 
two operate as district claim represen- 
tatives. 

Mr. Hitchcock was introduced to his 
new territory last week by A. 
Chamberlain, chief of accident and 
health and disability claims at the head 
office of the Equitable. 


W. H. Conklin Resigns 


W. H. Conklin, director of agencies 
of the National Masonic Provident of 
Mansfield, O., has resigned, effective 
Dec. 31. 











As SEEN FROM CHICAGO 





CUMMINGS AGENCY MOVES 


F. D. Cummings, one of the Chicago 
general agents of the Pacific Mutual 
Life, has moved his office from One 
North La Salle street to the Conway 
building. His agency is a year old and 
has made substantial progress which 
demands larger quarters. In the last 
year the agency has written over a mil- 
lion life business and in addition a con- 
siderable volume of annuities and acci- 
dent and health. Mr. Cummings now 
has ten full time agents. 

* * * 


BRUCHHOLZ GOES OVER THE TOP 


The New York Life’s Clearing House 
branch in Chicago, Frederick Bruchholz, 
agency director, has paid for its 1934 
top allotment of $4,500,000 and doubled 
its new organization allotment with a 
$1,000,000 total. 


* * 
SACKS AGENCY IN GATHERING 


The K. M. Sacks agency of the Equit- 
able of New York in Chicago enjoyed a 
61 percent increase in paid volume this 
year, 73 percent increase in paid pre- 
miums and 143 percent increase in num- 
ber of club members, Agency Manager 
Sacks reported at the annual luncheon 
gathering of his agency. W. M. Roth- 
aermel, superintendent of agents cen- 
tral department, was the honor guest. 
The Sacks agency paid for $3,550,000 
this year compared with $2,210,700 last 
year. Paid premiums were $121,000 as 
against $70,075 last year. In 1933 there 
were seven club members, whereas this 
year there were 17. The other guests 
attending were Dr. A. L. Sherrill, chief 
medical examiner; John Patton, head of 
the group department in Chicago, and 
A. M. Sloan, Mr. Rothaermel’s assist- 
ant. Mr. Sacks exhibited the K. M. 
Sacks trophy, a handsome silver cup 
which will be awarded soon to the agent 
leading on the basis of greatest num- 
ber of paid cases, highest average pre- 
mium per $1,000, highest paid premium, 
highest average sized case, greatest 
number of agents brought into the 
agency and greatest number of months 
qualified for leaders club. Mr. Sacks said 
his agency licked the. depression in 
January and every month thereafter. 
Mr. Rothaermel expressed confidence 
that 1935 would be a great year for the 
agency. Two new agents spoke, Ivan 
Yaseen, who paid for approximately 
$200,000 in the year ended Dec. 1, and 
Sam Yacker, who paid for about $208,- 
000 in approximately six months. 

a a 
LUSTGARTEN HAS THREE LEADERS 


Three agents in the Samuel Lust- 
garten agency of the Equitable of New 
York in Chicago very probably will 
finish 1, 2, 3 in the Leaders’ Club for 
the year. John Morrell, millionaire pro- 
ducer for many years, is reported lead- 
ing the country so far this year with 
approximately $2,500,000 of business in- 
volving about $100,000 of premiums. 
Louis Behr, who in October turned his 
fifth year in life insurance selling, hav- 
Ing started after graduating from the 
University of Wisconsin, and has sold 
Over $5,000,000 in the period, is re- 
ported to have paid for over $2,000,000 
so far this year, including his group 
credit and surplus insurance placed in 








other companies. Harry Steiner, also 
a large producer for a number of years, 
has a good chance to finish third for 
the country with $1,400,000 paid for so 
far. The Lustgarten agency had the 
biggest year in its existence with an 
estimated $16,000,000 paid for and 
$600,000 of premiums. This produc- 
tion ranks it as the largest Equitable 
agency in Chicago and well up among 
the leading agencies country-wide. 
cet ae 
LIFE UNDERWRITERS STAG 

Several hundred Chicago life insur- 
ance agents and general agents turned 
out last Friday evening for a stag party 
in the Sherman hotel, Chicago. This 
was a most successful event financially, 
the attendance being exceptionally 
large. A number of acts of different 
kinds were presented and between the 
shows those in attendance divided their 
attention between the refreshment cor- 
ner and the room devoted to games. 

- es 
MONSON IS TAKING UNIT 


L. C. Monson, supervisor in the 
Samuel Lustgarten agency of the Equi- 
table Life of New York in Chicago, will 
take a unit Feb. 1 as assistant agency 
manager. He has been associated with 
Mr. Lustgarten 12 years, most of the 
time as a supervisor. 

“« + *£ 

PROFESSOR DISCUSSES SELECTION 

A number of fads and fallacies preva- 
lent among managers in the selection 
and training of agents were exploded 
by Prof. S. N. Stevens of Northwestern 
University in a talk before the Life 
Agency Supervisors Association of Chi- 
cago. It was general agents’ and man- 
agers’ night and many of the leading 
agency heads attended. A. E. Patter- 
son, general agent Penn Mutual, spoke 
for them, expressing thanks for the 
constructive work done by the associa- 
tion. Professor Stevens mentioned a 
Denver general agent who said he was 
inclined in selecting agents toward 
those who were blue eyed and had tri- 
angular faces. On the other hand, a 
Baltimore man -has a phobia against 
picking as prospective agents men who 
have mustaches. Some general agents 
like college trained men while others 
never select this type. One general 
agent will take any man who is young, 
whether married or single, although he 
can merely read and write, if he meets 
other qualifications as to aggressive- 
ness, ambition, etc. Others select only 
young married men. Successful under- 
writers, Professor Stevens said, are 
alike in that they are more intelligent 
than the average. He holds that an 
agent’s success can be predetermined. 
If he is mediocre, his chance is only 
one out of five in life insurance selling. 
Professor Stevens does not have confi- 
dence in mass training of life agents. 
He believes individual training is to be 
preferred. He finds most agents’ train- 
ing is formal or general. S. A. Kent, 
retiring president, reviewed the year. 
A. H. Hiatt, Jr., assistant general agent 
Aetna Life, the new president, was in- 
stalled, as were E. E. Enoch, Connecti- 
cut General Life, vice-president, and 
Talmage Smith, Mutual Life of New 
York, secretary. 
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THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY of Fort 
Wayne. Indiana, issues a policy 
to meet 1935 


well designed 


meeds for ECONOM- 





ICAL PROTECTION=a low cost 
life insurance contract for prefer- 


ved risks. The Emancipator plan 


--- atage 35...$143.80 for $10,000. 
























THE NATIONAL UNDERWRITER 








December 28, 1934 








—.. 

























MODERN LIFE 
- INSURANCE 
~ COMPANY 


Conservative as well 


as Aggressive 


& 
JULIUS A. SCHMAHL 


President 


OSCAR HALLAM 
Treas. & Gen. Counsel 


N. J. HOLMBERG 
Chairman of Board 


M. A. NATION 


Vice Pres. & Secretary 
Robert F. Perry, Manager of Agencies 


547 ENDICOTT BUILDING 
ST.PAUL MINNESOTA 

















LIFE AGENCY CHANGES 





Father and Son Co-Managers 





Ralph E. and A. C. Larson in Joint 
Control of Central Life’s Wis- 


consin Agency 





Ralph E. Larson, well known in the 
Wisconsin life insurance field, and who 
has been assistant manager for the 








R. E. AND A. C. LARSON 


Central Life of Iowa in Wisconsin 
since 1928, has become co-manager with 
A. C. Larson, his father, for the south- 
ern Wisconsin territory, including Mil- 
waukee. Offices are continued at 12 
East Mifflin street, Madison, with en- 
larged facilities. Partnership arrange- 
ments have just been completed. 

Upon graduation from the University 
of Wisconsin in 1922, Mr. Larson en- 
tered life insurance with his father, 
who began his career with the Central 
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agent at Scranton, Pa., succéeding J. D. 


agent in Milwaukee. Subsequently Mr. 
Votaw became educational director, and 


Life in 1901. He took the course of 
the American College of Life Under- 
writers, passed the examinations at the 


University of Wisconsin in 1931, and 
was awarded the C. L. U. designation, 

This year he completed the course of 
the managers’ school of the Sales Re. 
search Bureau at Chicago. 





Ames With Lincoln National 


John B. Ames has been appointed 
general agent in Detroit for the Lincoln 
National Life, with offices at 1020 Book 
building. This is the third office of the 
Lincoln National in that city. 

Mr. Ames is a life insurance man of 
long and successful experience. In his 
21 years of selling he has made out- 
standing records as a personal pro- 
ducer, organizer and general agent in 
the life insurance business and has also 
held executive sales positions in other 
lines. Before going with the Lincoln 
National, he was with the Berkshire 
Life in Detroit. He is graduate of the 
University of Michigan. 

Mr. Ames has been joined by most of 
the agents formerly with F. T. Free- 
man, who recently resigned as general 
agent there for the Lincoln National. 
G. F. Lofthouse and Morris Fishman 
also conduct Lincoln National general 
agencies in the city. 





Divide R. H. Clark Agency 


The R. H. Clark agency of the John 
Hancock Mutual Life in Boston is to 
be broken up into two districts follow- 
ing Mr. Clark’s death. G. H. Spillman, 
district manager at Lowell, Mass., for 
many years, will go to Boston in charge 
of the new District No. 1. O. D. Mur- 
phy, a district manager at Salem, 
Mass., will be given charge of the Dis- 
trict No. 2. 


Minty Takes New Post 


R. G. Minty has resigned as San 
Francisco manager of the Jefferson 














Change in Scranton Agency 





J. D. JAMES 


C. A. Votaw, educational director of | 
Clifford L. McMillen’s New York gen- 
eral agency of the Northwestern Mu- 
tual Life, has been appointed general 


James, who has requested his retire- 
ment in order to devote his time to per- 
sonal production. 

Mr. Votaw, a graduate of Southwest- 
ern College, Winfield, Kan., became as- 
sociated with Mr. McMillen in 1924 
when he was still home office general 


when Mr. McMillen moved to New 











York he took Mr. Votaw with him to 








Cc. A. VOTAW 


act in the same capacity. Mr. Votaw 
has become widely known for his com- 
plete and thorough preliminary life in- 
surance training courses for new asso- 
ciates. 

After a banking career, Mr. James, 
the retiring general agent, became 4 
special agent of the Northwestern Mu- 
tual in his home city of Laurium, Mich. 
in the upper peninsula, in 1911. Three 
years later his success in the field mer- 
ited for him appointment as genera 
agent in Scranton. During his 20 years 
in the east he has become widely known 
for the high quality of the business he 
wrote. 
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Standard Life to become assistant to 
General Agent O. C. LeBart of the 
New England Mutual Life in San Fran- 
cisco, becomes effective. No successor 
to Mr. Minty will be announced for 
three or possibly four months, accord- 
ing to J. H. Sewell, agency director for 
California. 





New Citizens Life Agency 
The Citizens Insurance Agency, 
Columbus, O., recently incorporated, 
will represent the Citizens Life. Both 
the insurance company and the agency 





will take up new quarters in the Cham- j 
ber of Commerce building in Columbus. 
George Hayden of Newark is president 
of the new agency. P. H. Ludman of ; 
Zanesville is secretary. 





Floyd Fowler, Ben Thorp 


The Floyd Fowler agency in Dallas 
has been absorbed by the Ben Thorp 
agency of the Colorado Life in Dallas. } 
Mr. Thorp will be Texas manager of 
the Colorado Life and Mr. Fowler 
agency supervisor. 








NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manual- 
Digest’’ and ‘‘Little Gem,” Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. 


Policy Literature, Rate Books, etc. 

















Public Enemy No. 1 
Is Still At Large 


Police can't catch him. Jails won't hold him. He is 
entirely beyond the law, ready to strike you down. Public 
Enemy No. I—"Disability"—still stalks the land, robbing 
men and women of incomes, homes, even their daily 


bread. 


The only real protection against the financial ravages— 
the consequent fear and worry—wrought by this Public 
Enemy is a NON-CANCELLABLE INCOME POLICY. 
Thousands of Business and Professional Men are protect- 
ing their incomes with Non-Cancellable Income Insurance 


issued by the Pacific Mutual. 


THE OLDEST—THE LARGEST Insurance Company writ- 
ing this type of non-cancellable coverage. 


Founded 1868 


acitic Mutual Life 
Insurance Compaiy sraurena 














Home Office 


Los Angeles, California 


Assets ‘ 
Over $198,000,000 














a7 . ‘3 Modified Life 20 Pay. 25 Pay. 
Additional Prudential Figures Sy me on 
A NeD NO P% N wa) NO Ne 
‘ ald ge N. EO. 
New Premium Rates and Dividends Are 20 20-23 37-40 16-17 18-18 25-28 34-37 
: - - - - 4-27 31-34 
Given for Some Forms Not 30.. 20-22 31-34 16-17 18-18 23-25 28-30 
Previously Shown 35 20-23 29-32 16-17 18-18 21-23 25-26 
40 20-23 27-30 16-17 18-18 19-20 21-22 
ieee eae rere atereretar 
: . - -27 16-17 18-18 13-13 14-14 
Premiums of the Prudential on the] ¢5 20-21 23-25 16-17 17-18 10-10 10-10 
new 3 percent basis applicable Jan. 1, | 60 19-20 22-23 16-17 17-18 5-5 5-5 
and dividends on policies issued after With Pure 
Jan. 1, are presented below for several End’t 85 20 Payt. End’t Add’n 
forms not shown in the large tabula-|4&° § P4-Up Mat. Pd.Up IfPEA IfPEA 
tion in THE NATIONAL UNDERWRITER last Taken Taken 
week. There are also shown dividends le in 
. ‘ Cash Cash 
on the retirement annuity per $100 an- | 20.... 27-31 41-45 11-12 34-39 26-30 
nual premium unit. An important tabu- oo: pp 39-42 11-12 31-36 23-27 
lation is the one showing length of | 39---- 26-29 36-39 11-12 33 20-24 
: ; ved p 35.... 25-28 338-36 11-12 30 19-21 
time in which policies become paid up| 40.... 24-26 31-33 12-13 18-19 
r vi ividends to ac-| 45---- 23-25 29-31 12-13 17-18 
’ = 4 oe —s ds Ore, | 50-:-. 22-28 26-28 12-18 16-17 
cumulate. € additional ngures are-| 55... 20-21 23724 12-13 15-16 
10 and 15 Year Term Plans 60.... 18-19 20-21 12-13 14-15 
a = c——Dividends End of Year———, 
erm Dura- Modified Life 5 
Prem. tions. Total 
$9.28 $3.12 3 5 10 15 20 20yrs. 
9.38 3.16 | Age $ $ $ $ $ $ 
9.47 3.20 20.. 2.82 2.93 4.71 5.50 6.20 89.08 
9.54 3.24 21 2.88 2.99 4.81 5.60 6.30 90.72 
9.62 3.27 22 2.91 3.04 4.89 5.69 6.37 91.98 
9.71 3.32) 238.... 2.97 3.09 5.00 5.77 6.46 93.59 
9.80 3.35 | 24... 3.02 3.14 5.10 5.84 6.55 95.11 
9:90 3°38 | 25.. 3.07 3.21 5.18 5.92 6.64 96.66 
9.99 3.41 | 26.. 3.13 3.28 5.29 6.02 6.76 98.47 
10.11 3.45 | 27.. 3.19 3.34 5.38 6.10 6.85 99.92 
10/26 348 | 28.. 3.25 3.40 5.48 6.17 6.96 101.27 
10.42 351 | 29-. 3.31 3.47 5.51 6.26 7.07 102.96 
10.64 3.54 | 30.. 3.37 3.51 ney 6.34 7.18 104.27 
10.87 358 | 3l.. 3.43 3.56 -64 6.44 7.30 105.81 
11.15 362 | 32-- 3.47 3.61 5.72 6.54 7.43 107.38 
11.47 3.66 33... 3.52 3.62 5.78 6.63 7.55 108.78 
11°85 3°72 | 34-- 3.57 3.64 5.87 6.75 7.74 110.57 
12°98 3:77 | 35+. 3.58 3.65 5.94 6.85 7.92 11204 
12.77 3.34 | 36.. 3.59 3.68 6.02 6.97 8.12 113.86 
13.32 3.92 Ore. 3.60 3.70 6.11 7.09 8.40 115.82 
13°93 4.01 | 38-- $.64> 3.7%. 6:22: 124 < 8.27 118.80 
14.62 4.114 89... 3.65 3.76 6.31 7.41 9.16 120.71 
15.38 4.99| 40.. 3.66 3.75 6.42 7.60 9.58 123.69 
16.22 4.35 | 41-. 3.68 3.72 6.53 7.80 10.00 126.87 
17.18 4.50 42.. 3.70 3.79 6.66 8.09 10.39 130.66 
18.23 4.65 | 43-- 3.73 3.82 6.79 8.46 10.73 134.55 
19°38 4.83 | 44.-. 3.75 3.85 6.97 8.87 11.04 138.60 
20:63 5.02 | 45- 3.79 3.89 7.17 9.31 11.36 143.10 
32°03 5.94 | 46.. 3.82 3.92 ..7.38 9.75 11.69 147.73 
23.45 547 | 47-- 3.86 3.96 7.66 10.13 12.05 152.52 
24.99 572 | 48-- 3.90 4.01 8.03 10.49 12.42 157.77 
26.68 601 | 49---- 3.96 4.11 8.47 10.84 12.77 163.46 
28°51 6.31 | 50-. 4.01 4.22 8.92 11.17 13.12 169.24 
30.49 6.65 | D1-- 4.12 4.32 9.36 11.52 13.46 175.13 
a 7:03 | B2-- 4.25 4.53 9.79 11.93 13.80 181.75 
7:45 | 53-- 4.37 4.80 10.17 12.35 14.13 188.35 
792 | 54---- 4.59 5.13 10.54 12.73 14.48 195.27 
3.44 | 55-. 4.88 5.46 10.91 13.12 14.84 202.22 
: 9:01 | 26-- 5.24 5.81 11.32 13.54 15.23 209.74 
; -- Shc! BS) GM IG IE tees 2032 
he tabulation ing resul - see 8 Be . . . 4 224.94 
F abulation showing results of ac-| 25°": 6°31 663 12.69 14.76 16.69 233.09 
cumulating dividends gives a compar-|60::!: 6.61 6.87 13.16 15.21 17.46 241.66 
— i new (N.) and old (O.) fig iintinccintan ae: th 
= ees 20.... 3.91 4.29 5.385 6.56 7.76 107.42 | 
Modified Life 20 Pay. 25 Pay. 21.... 4.01 4.41 5.51 6.74 17.97 110.34 
Pd. Pd. Pd. 22. 4.09 4.52 5.66 6.93 8.17 113.13 
Up Mat. Up Mat Up Mat. | 23 4.20 4.63 5.83 7.10 8.39 116.15 
Age N.O. N. O.N. O. N. O. N. N. O. | 24 4.31 4.75 6.01 7.28 8.63 119 40 
-. 28-29 41-43 15-17 37-40 18-20 37-40 | 25 4.41 4.88 6.16 7.46 8.87 122.54 
25.. 27-28 39-41 15-17 34-37 18-20 34-37 | 26.... 4.52 5.02 6.34 7.66 9.13 125.92 | 
80.. 27-28 37-39 16-17 31-34 18-20 31-34 | 27.... 4.65 5.17 6.53 7.88 9.42 129.58 
85.. 26-28 34-87 16-17 29-32 18-20 29-32 | 28.... 4.79 5.382 6.69 8.11 9.70 133.27 
40.. 25-28 32-35 16-17 26-29 18-20 26-29 | 29.. 4.90 5.47 6.85 8.33 10.05 137.01 
45 24-27 30-33 16-17 23-26 18-20 24-26; 39.. 5.06 5.63 7.04 8.63 1053 141.77 
50 23-25 28-30 16-17 21-23 18-20 23-24] 31-- 5.16 5.69 7.07 8.72 10.85 144.46 
55 22-23 26-26 16-17 19-20 18-20 22-23] 32- 5.29 5.82 7.24 8.96 11.26 148.65 
60.. 21-20 24-24 16-17 18-19 18-19 21-22] 33-.-. 8.4% 5.99 7.50 9.38 13-78 less 
20 25 End 30 End. End. 60 35 5.78 6.42 8.21 10.34 12.98 167.77 
19-20 21-23 21-23 25-26 24-27 32-34] 36 5.96 6.65 8.58 10.83 13.72 175.28 | 
25 19-20 21-22 21-23 25-26 23-25 28-30 | 37 6.13 6.89 8.94 11.36 14.54 183.25 | 
30.. 19-20 21-22 21-23 25-26 21-23 25-26 | 38 6.31 7.12 9.32 11.91 15.44 191.65 | 
35.. 19-20 21-22 21-23 25-26 19-20 21-22] 39 6.50 7.35 9.71 12.50 16.43 200.50 
40 19-20 21-22 21-23 25-26 16-17 18-18 | 40 6.68 7.58 10.05 13.10 17.50 209.56 
45 19-20 21-22 21-23 24-26 13-13 14-14 | 41 6.87 7.80 10.37 13.72 .... 199.84 
50.. 19-20 21-22 21-22 24-25 10-10 10-10| 42.... 7.07 8.03 10.69 14.35 . 189.60 
55.. 19-20 21-22 20-21 23-24 5-5 5-5] 43.... 7.29 8.27 11.02 14.99 . 178.88 
60.. 18-19 20-21 44.... 7.53 8.54 11.39 15.63 . 167.84 











Sail Ho, 1935! 


Clear seas, clearing skies, and more 
successful voyages ahead than ever 
were behind. 


As the old navigator, the Man at the 
Wheel, so aptly puts it: 


"Its not the wind but the set 
of your sails that counts!” 


Pilots to Protection have sails set to 
make progress in 1935 no matter 
which way the wind blows. 


J. M. Waddell 
Agency Manager 


Emry C. Green 
President 


PILOT LIFE 


INSURANCE COMPANY 


GREENSBORO, N.C. 
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To prospects who demand 
guaranteed results, who wish 
to know the exact premiums 
for each year, the exact paid- 
up value of a policy at any 
date and its exact worth in 
cash or income at retirement 
age we offer the 


COMMONWEALTH 
COUPON POLICY 


This combines a well rounded 
insurance program in one pol- 
icy which fills the above re- 
quirements on the guaranteed 
dividend basis. 


In addition to the protection 
afforded the beneficiary it 
guarantees to the policy- 
holder the amount of every 
premium, guarantees the 
number of premiums to be 
paid and guarantees the age 
when the policy will mature 
and become payable. 


Commonwealth Life agents 
are enthusiastic in their 
praise of our COUPON 
POLICY — further evidence 
that this company, whose 
agents work under that un- 
usual and highly successful 
plan of Commonwealth Cor- 
dial Cooperation, leads in 
giving an agent every pos- 
sible help to insure perma- 
nent success—as well as in 
giving policyholders the very 
best in Life Insurance. 


Further information regard- 
ing this successful policy will 
be given gladly to any agent. 


L. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY 














Age 3 5 10 15 20 20 yrs. 
| ae 7.81 8.85 11.82 16.26 156.68 
46.. 8.13 9.21 12.33 .... 47.20 
OF. 8.50 9.64 12.96 137.96 
as... 8.95 10. ‘ 5 
49.. 9.48 10.75 14.77 120.45 
50.. 0.11 11.47 16.05 112.09 
61.. 10.86 12.33 s. 103.91 
52. 11.75 13.34 .. 95.13 
53.. 12.81 14.53 85.68 
54.. 14.05 15.92 75.39 
55 15.50 17.54 64.09 
30 Payment Life 
ay 3.98 -4.32 5.25 6.31 7.33 104.71 
a: 4.04 4.39 5.3 6.40 7.42 106.21 
22 410 4.46 5.44 6.50 7.50 107.80 
23. 4.17 4.53 5.54 6.57 7.58 109.35 
24. 4.25 4.61 5.64 6.64 7.66 110.90 
85... 4.30 4.68 5.71 6.70 17.74 112.23 
26.. 4.37 4.77 5.80 6.79 7.83 113.86 
eres 4.44 4.84 5.88 6.85 7.90 115.09 
28.. 452 4.94 5.94 6.92 8.00 116.62 
29.. 4.60 5.02 6.00 6.99 8.10 118.09 
Te 4.68 5.08 6.05 7.06 8.19 119.37 
31.. 4.76 5.16 6.13 7.14 8.29 120.91 
Bao 4.81 5.22 6.18 7.21 8.38 122.04 
33.. 4.88 5.28 6.24 7.30 8.49 123.50 
34.. 4.94 5.31 6.29 7.37 8.64 124.76 
35.. 4.99 5.36 6.37 7.47 8.80 126.41 
36.. 5.03 5.42 6.43 7.56 8.96 127.88 
BT s:< 5.07 5.47 6.50 7.66 9.21 129.65 
38. 5.12 5.52 6.58 7.76 9.52 131.66 
39... 5.16 5.56 6.65 7.90 9.89 133.83 
40 5.22 5.63 6.75 8.07 10.27 136.69 
al... 5.25 5.68 6.83 8.22 10.63 139.38 
42.. 5.32 5.76 6.94 8.48 10.98 142.86 
43... 5.37 5.83 7.04 8.80 11.26 146.36 
44.. 5.43 5.90 7.19 9.17 11.51 149.93 
45.. 5.51 5.99 7.36 9.56 11.76 154.01 
46.. 5.60 6.10 7.54 9.96 12.04 158.42 
47 5.68 6.19 7.79 10.30 12.34 162.78 
48... 577 6.30 8.13 10.60 12.64 167.52 
| ee 5.89 6.48 8.53 10.89 12.92 172.77 
50.. 6.00 6.66 8.94 11.18 13.19 178.15 
Si... 6.17 6.84 9.35 11.47 13.46 183.60 
52.. 6.36 7.12 9.73 11.81 13.70 189.51 
63.. 6.56 7.49 10.08 12.17 13.96 195.68 
54. 6.86 7.92 10.41 12.50 14.23 202.20 
55. 7.23 8.36 10.74 12.83 14.50 208.82 
56 7.67 8.81 11.09 13.17 14.79 215.54 
57. 8.12 9.24 11.49 13.48 15.09 222.54 
58. 8.59 9.62 11.90 13.80 15.41 229.56 
59. 9.03 9.99 12.28 14.14 15.93 236.80 
60. 9.43 10.37 12.68 14.50 16.58 244.59 
61. 9.83 10.78 13.10 14.88 17.25 252.93 
62. 10.23 11.24 13.49 15.27 17.93 261.73 
63. 10.67 11.73 13.90 15.69 18.65 271.34 
64. 11.15 12.18 14.33 16.33 19.37 281.45 
65 11.66 12.65 14.78 17.09 20.32 292.40 
66. 12.15 13.16 15.26 17.88 20.80 303.88 
Premiums 
Modified Modified 
Life 3-20 . Life 5 
30 Next After 
Pay End. 1to3 17 1to5d 5 
Life — as ie be a =e 
Age 
20°. 20°68 22.02 19.72 23.20 9.11 18.22 
| 21.05 22.70 20.17 23.73 9.34 18.68 
22.. 21.43 23.40 20.66 24.31 9.58 19.16 
23.. 21.84 24.16 21.18 24.92 9.81 19.62 
24.. 22.24 24.96 21.74 25.58 10.05 20.10 
25.. 22.66 25.80 22.32 26.26 10.30 20.60 
26.. 23.11 26.70 22.93 26.98 10.51 21.02 
as. 23.57 27.67 23.62 27.97 10.79 21.58 
ss 24.07 28.70 24.36 28.66 11.11 22.22 
29.. 24.59 29.79 25.15 29.59 11.44 22.88 
30.. 25.12 30.99 26.02 30.61 11.77 23.54 
a... 25.72 32.26 26.96 31.72 12.15 24.30 
32. 26.31 33.63 27.99 32.93 12.55 25.10 
33.. 26.95 35.12 29.09 34.22 12.96 25.92 
$4.. 27.62 36.73 30.29 35.64 13.41 26.82 
35.. 28.34 38.50 31.59 37.16 13.88 27.76 
36.. 29.09 40.40 33.02 38.85 14.38 28.76 
37. 29.90 42.49 34.54 40.64 14.91 29.82 
38.. 30.73 44.76 36.20 42.59 15.47 30.94 
TF 31.63 47.25 37.99 44.69 16.07 32.14 
40.. 32.57 50.01 39.90 46.94 16.70 33.40 
41. 33.57 53.04 41.92 49.32 17.39 34.78 
42.. 34.64 56.41 44.06 51.84 18.09 36.18 
43.. 35.75 60.16 46.37 54.55 18.87 37.74 
44.. 36.93 64.39 48.86 57.48 19.67 39.34 
45.. 38.20 69.15 51.52 60.61 20.53 41.06 
46.. 39.54 74.60 54.38 63.98 21.45 42.90 
a7; 40.96 80.85 57.45 67.59 22.41 44.82 
48.. 42.47 88.10 60.71 71.42 23.45 46.90 
49.. 44.0 6.64 64.22 75.55 24.55 49.10 
50.. 45.78 106.84 67.94 79.93 25.72 51.44 
51.. 47.67 119.24 .... ..+- 26.97 58.94 
63.. 49.51 134.63 28.29 56.58 
53.. 51.55 154.33 29.71 59.42 
54.. 53.72 180.45 31.21 62.42 
55.. 56.01 216.81 32.80 65.60 
56.. 3 ae 34.50 69.00 
6Y.. 61.03 .. 36.30 72.60 
58.. 63.76 38.24 76.48 
59.. 66.64 40.52 81.04 
60.... 69.67 42.99 85.98 
si... 73.08 a 
62.. 76.73 
63.. 80.61 
64. 84.74 
65 89.15 
66. 93.82 
Retirement Annuity 
Illustrative Annual Dividends 
Dividends 
Accumu- 
Policy lated at 
Year Dvdnds. Interest 
Sis. tans Gas «ee tees $ 6.39 6.39 
ba Sr A 7.87 14.50 
eke tis ol etre chan “05 om 9.36 24.40 
ME BA See Par ee 10.85 36.17 
ee Oe Eee ee Oe ee 12.35 65.61 
BT gr ms | 62 + Rae Maeda ye 13.86 65.61 
DS iis atid Career ple ak 15.38 83.45 
| Jerse 16.91 103.49 
1 NSE ee rr ee a 18.44 125.81 
SE eh sae ccd Saseesakee > 19.99 150.52 
Dash ekipas cow ss aw pews 21.54 177.70 
| Se Sea eee 23.11 207.47 
Se oe ae oe es 24.68 239.93 


Total 








275.20 


(eer irie ceeeier ee ee cae 27.86 313.38 
BBS SU cbc cee che wesbioss 29.47 354.60 
| rar errr ere 31.09 398.99 
AO cine, sons hain eo 6 ole were 6 32.72 446.67 


State Mutual to Increase 
Its Annuity Rates on Jan. 1 





The State Mutual has_ informed 
agents of an increase in its annuity rates. 
President Chandler Bullock in his letter 
said: “In agreement with a group of 
companies, the company will adopt as 
of Jan. 1, 1935, new single premium and 
new retirement annuity rates which are 
about 5 percent higher than the rates 
now in effect. No change will be made 
at this time in the rate of commission 
allowed on single premium, cash refund 
or retirement annuities.” 


Great-West Life 


The Great-West Life of Winnipeg has 
announced that the basis of dividends 
to policyholders will remain unchanged 
for 1935. The rate on accumulative profit 
funds and on proceeds of policies will 
be 4% percent. Dividends on policies 
issued ai the new low participating 
rates adopted last October will be com- 
puted on the same basis, with the neces- 
sary adjustment consequent upon the 
reduction in premiums and change in 
reserve basis. 





Guarantee Mutual Life 
The Guarantee Mutual Life of Omaha 
will maintain the same scale of dividends 
for 1935 as in 1934. 





Canada Life 
The Canada Life will continue its pres- 
ant dividend scale in 1935. 


CONVENTIONS 


Northwestern Meet in East 


President Cleary and Home Office Offi- 
cials to Attend New York 
Gathering Jan. 2-3 














MILWAUKEE, Dec. 27.—M. J. 
Cleary, president of the Northwestern 
Mutual Life, accompanied by five other 
home office executives, will leave Mil- 
waukee early next week to attend the 
20th annual convention of the North- 
western agencies in New England and 
the middle and south Atlantic states in 
New York, Jan. 2-3. In the party will 
be Edmund Fitzgerald, vice-president; 
Grant L. Hill, director of agencies, and 
John J. Hughes, W. R. Chapman and 
R. P. Thierbach, assistant directors of 
agencies. 

Mr. Hill will speak on “The North- 
western Way for 1935” at the opening 
session, with R. U. Hergesheimer of 
Philadelphia, presiding. Mr. Chapman 
will follow with “An Alert 1935 Sales- 
man Soliloquizes.” 

J. V. Talbot, Newark, will preside at 
the afternoon session, and five eastern 
field men will relate their experiences 
in employing the home office’s new 
“selling tools.’ Speakers are: G. B. 
Dorr, C. L. McMillen agency, New 
York, “Spotlight Prospects”; J. W. 
Brooks, Henry Phillips agency, Syra- 
cuse, “How Much Is Enough?”; J. F. 
Pool, Hergesheimer & Finkbiner agency, 
Philadelphia, ‘“Today’s Problem—To- 
morrow’s Need’; Harry Krueger, Recht 
& Kutcher agency, New York City, 
“Earned Leisure.’ Mr. Talbot will 
conclude the session with a talk on 
“The Northwestern Way—In Action!” 


Cleary to Talk 


President Cleary will make his first 
appearance before a New York conven- 
tion of Northwestern agents Wednes- 
day evening as principal speaker at the 
annual banquet. The toastmaster will 
be F. W. Smith, president of the New 
York Edison Co. and a trustee of the 
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Thursday morning’s session, under the 
chairmanship of E. T. Lothgren, Provi- 
dence, R. I. H. D. Goldman, W. T. 
Nolley agency, Richmond, Va., will dis- 
cuss “Programming.” Mr. Thierbach 
will talk on “Our November Sales.” 
P. T. Allen, Buffalo, N. Y., will pre- 
side at a luncheon conference Thurs- 
day noon, when Mr. Hill will speak on 
“Beginning the New Year.’ Paul 
Speicher, Insurance R. & R. Service, 





will talk on “The Conquest of Uncer- 
tainty.” 

The convention will come to an end 
on Thursday afternoon with a district 
agents’ conference, to which the gen- 
eral agents are invited. G. B. Buck- 
ley, Wheeling, W. Va., will preside. The 
afternoon will be devoted to ‘“Mes- 


sages from the Home Office” by 
Messrs. Hill, Hughes, Thierbach and 
Chapman. 








NEWS OF LIFE 


ASSOCIATIONS 





Elect Fisher in Cleveland 





Superintendent Bowen Present at An- 
nual Meet—L. A. Spencer Tells of 
Sales Experience 





CLEVELAND, Dec. 27—E. B. 
Fisher of the National Life of Ver- 
mont was elected president of the 
Cleveland Life Underwriters at the an- 
nual meeting. Other officers named 
were J. H. Rutherford, manager Phoe- 
nix Mutual Life, first vice-president; 
G. H. Schumacher, Massachusetts Mu- 
tual Life, second vice-president, and 
E. F. Satalia, manager Metropolitan 
Life, treasurer. New directors are J. 
H. York, Aetna Life; M. E. Steinhil- 
ber, general agent Fidelity Mutual, and 
W. L. McPheeters, Jr., Union Central 
Life. The election was held under the 
old by-laws. New by-laws, conform- 
ing to the new national setup, will be 
adopted within the next 60 days. Ac- 
cordingly, it will be necessary to hold 
another election in May. 

L. A. Spencer, a leading producer of 
the Edward A. Woods Agency, Youngs- 
town, O., spoke. He gave an interest- 
ing and practical talk on “Actual Ex- 
periences I Have Had” in which he 
outlined true cases. 

Robert L. Bowen, newly chosen Ohio 
superintendent of insurance and long 
a member of the Cleveland association, 
was present. Mr. Bowen, who has been 
connected with the Northwestern Mu- 
tual Life here, has missed only one na- 
tional convention in the past 16 years. 
The new superintendent told of several 
interesting experiences he had had since 
his appointment. 

J. A. Stevenson, home office general 
agent Penn Mutual Life, will speak at 
the next meeting Jan. 12. Carroll C. 
Day, general agent Pacific Mutual, 
Oklahoma City, will speak Feb. 21. 

* *K * 


San Francisco Membership 
Trophy Goes to P. G. Young 


SAN FRANCISCO, Dec. 27—P. G. 

oung, manager Golden Gate agency 
of the Metropolitan Life in San Fran- 
cisco, was presented the first award of 
the Wells Fargo Bank & Union Trust 
Company trophy at a meeting of the 
San Francisco Life Underwriters As- 
sociation. Mr. Young accepted the 
trophy in behalf of his agents. The 
trophy, which goes to the agency hav- 
ing the greatest percentage of its mem- 
bers on the membership roll of the as- 
sociation, will be presented again in 
March, 1935. 

The Sun Life of Canada placed sec- 
ond, Aetna Life third, Provident Mu- 
tual fourth and the J. A. Sullivan 
Agency of the Equitable Life of New 
York, fifth. 

Commissioner Earl E. Williams of 
the United States Department of Jus- 
tice spoke on “Narcotics.” 

*x* * x 


Milwaukee—J. N. Patterson, New Eng- 
land Mutual Life, was elected president 
at the December luncheon meeting. He 
Succeeds Henry B. Kay, New York Life. 
M. F. Heilig, Equitable Life of New 
York, was chosen first vice-president; 
Alfred Korbel, Massachusetts Mutual 
Life, second vice-president; Ellis Mor- 
San, Aetna Life, secretary, and Leslie 
Eaton, Massachusetts Protective Life, 


' treasurer. 








Frank C. Hughes, Mutual 
Benefit Life, and Alfred Mendel, Penn 
Mutual Life, were elected directors, and 
A. A, Heald, Provident Mutual Life, was 
reelected national committeeman. 

* * * 


Dallas, Tex.—The following new offi- 
cers were elected: R. B. Shields, Great 
National, president; J. M. England, Kan- 
sas City Life, vice-president; Hazel Rob- 
erts, Pacific Mutual Life, secretary; H. M. 
Holcomb, Pan-American Life, treasurer; 
O. Sam Cummings, Kansas City Life, 
national committeeman; H. K. Peebles, 
Connecticut Mutual, state executive 
committeeman. The following were 
elected directors for two years: J. P. 
Costello, Southwestern Life; Ricks 
Strong, General American Life; H. F. 
Beckham, Minnesota Mutual Life; Mor- 
ris Brownlee, Reliance Life, and the 
following for one year: A. A. Roland, 
Pacific Mutual Life; Tom Stephens, Am- 
erican National Life; G. W. McCormick, 
Provident Life & Accident, and R. L. 
Thomas, Fidelity Union. The by-laws 
were changed so that the terms of the 
officers will expire June 30. The new 
officers will serve until June 30, 1936. 

* * * 

Northern New Jersey—L. E. Simon, 
New York City general agent Massachu- 
setts Mutual Life, will speak at the 
meeting Jan. 14 in Newark. 

* * * 

Monroe, La.—A new association has 
been organized with a charter member- 
ship of 25. Officers elected are Louis 
Hullum, president; C. S. Walker, vice- 
president and W. L. Hodges, secretary- 
treasurer. 

* kK * 

Bay City, Mich.—H. T. Plum has been 
elected president; W. H. Wright, vice- 
president; Walter Bloch, secretary; V. F. 
Selden, treasurer; Leo A. Monks, chair- 
man; F. D. Burdick, national committee- 
man; J. H. Nelson, state committeeman. 
The directors are James McCulloch, Emil 
Etzold and Melvin Berry. 

* *K * 

Minneapolis—These officers have been 
elected: President, Paul H. Dunnavan, 
Canada Life; vice-president, A. R. Hus- 
tad, Travelers; secretary, F. L. Brunkow, 
Mutual Benefit Life; treasurer, R. 
Wells, Northwestern National. 

*x* *k x* 

Ohio—The association has been incor- 
porated. Incorporators are C. Vivian 
Anderson, L. D. Fowler and Ray Hodges, 
all of Cincinnati. Mr. Anderson is a past 
president of both the state and Na- 
tional associations. 

* * x 

Columbus, 0.—Paul Speicher of Indian- 
apolis declared, in reviewing the prob- 
lems of life insurance, that a man is 
never a failure so long as he keeps on 
trying. Honest effort, he said, is never 
lost. He expressed the opinion that bet- 
ter days are ahead in life insurance. 

* * * 

Little Rock—J. W. Cooper, Union Cen- 
tral Life, was elected president of the 
Little Rock association. Paul Atkinson, 
Penn Mutual, is vice-president; James 
Wallin, Pyramid Life, and Fred Poe, 
Fidelity Mutual, members of the board; 
C. H. Wickard, Aetna Life, secretary, 
and Tom Ferguson, New York Life, na- 
tional committeeman. 


* * * 

Raleigh, N. C.—R. G. Richards, agency 
secretary Atlantic Life, spoke at the 
December luncheon meeting on “Per- 
sonal Publicity for Life Underwriters.” 

*x * * 

Saginaw, Mich.—Asserting that the 
keystone of all social problems rests 
upon the maintenance of income, E. W. 
Albachten, general agent Pacific Mutual 
Life, Detroit, said insurance is the best 
protection against all the emergencies 
of life. 

“It is up to insurance agents to show 
the public that when everything is con- 
sidered, insurance is the best investment 
that can be made,” said Mr. Albachten. 
“It has been proved that 96 percent of 
our social problems lie in income trouble 
and the public should be educated to 





the fact that insurance is the best bridge 
for economic protection.” 
x * * 

Birmingham, Ala.—Membership was 
increased in 1934 from 250 to 475. T. M. 
Riehle, president of the National asso- 
ciation, will speak Jan. 26. A sales con- 
gress will be held in the spring with a 
number of insurance leaders as speakers. 

* * x 

Colorado—Dr. Verne Steward, Univer- 
sity of Southern California, addressed a 
manager’s luncheon in Denver on “Tests 
for New Agents.” 

*x* * * 

Wheeling, W. Va.—Seth C. H. Taylor, 
Sun Life general agent at Cincinnati, 
talked on “Are You a 1935 Model?” 

Before the address, 38 new members 
were welcomed. 

The next speaker will be Vash Young, 
who will address afternoon and evening 
meetings Jan. 18. 

*x * x 

New Hampshire—Commissioner Sulli- 
van of New Hampshire and R. B. Hull, 
managing director National association, 
will be the principal speakers at the 
semi-annual sales congress at Man- 
chester, Jan. 3. 

*x* * x 


Portland, Ore.— Oregon life under- 
writers will hold their 1935 sales con- 
ference in Portland Jan. 9. Alfred 
Parker, New England Mutual Life, is in 
charge of the program. 

Dr. Bruce R. Baxter, newly elected 
president of Willamette University, will 
be the principal speaker. 

* * x 

Vancouver, B. C.—John A. McLuckie, 
British Columbia supervisor of the Do- 
minion Life, has been elected president. 

* * * 

Laporte County, Ind.—Charles Batten- 
berg, assistant superintendent of the 
Prudential, South Bend, spoke at a meet- 
ing in Laporte. The organization was 
newly formed some weeks ago. 

* * * 

Kansas City, Mo.—James G. Callahan, 
manager Metropolitan Life, St. Louis, 
and secretary National association, will 
speak Jan. 17 on “Trusteeship of ‘ncome 
Through Life Insurance.” 


Lee N. Parker of Chicago, head of 
the American Service Bureau, is in 
Cleveland for the funeral of a brother, 
who died in Boston. 





Investment Phase Is Year’s 
Outstanding Characteristic 





(CONTINUED FROM PAGE 3) 


so troublesome to life companies as 
was at first feared. 

United States government bonds 
formed the bulk of most companies 
investments, despite efforts to obtain 
good securities and mortgages which 
would give a higher interest yield. The 
quantity of such securities, however, is 
so limited that the yield was not much 
better than on governments. Whether 
to invest in long- or short-term gov- 
ernment bonds depended largely on the 
investment executive’s views on how 
far into the future the present low in- 
terest level will continue. The more 
pessimistic his outlook on interest rates, 
the more likely he is to buy long-term 
governments to get the higher yield as 
compared with short term, while the 
latter were favored by those looking 
for better rates soon, their point of 
view being that it is better to take a 
lower rate now in order to be able to 
switch to better-yielding investments 
without loss. There has been no uni- 
formity of opinion on this point, and 
the past year has seen extensive buying 
of both long- and short-term govern- 


ments. 
Social Insurance Sought 


The year has been marked with more 
agitation for unemployment insurance, 
old age pensions and other forms of so- 
cial insurance than in any similar pe- 
riod. Theoretically, being insurance, 
this should be very absorbing to the 
insurance man. Yet because no com- 
pany would consider writing such cov- 
erages on the scale that they would 
have to be issued, the interest to insur- 
ance men is at the most academic. At 
the same time there seems to be little 
fear that such projects, even if real- 
ized, will ever go far enough to com- 
pete with existing insurance’ com- 
panies. 
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. Draft and claim form con- 
tained in each policy pro- 
vides immediate cash to 
beneficiary at local bank. 


2. Issued only in $500 policies. 

3. Protects other insurance and 
gives READY CASH at a 
time it is needed most. 

4. Incontestable from date of 
issue. 





Presenting the 


READY CASH POLICY 


(Copyrighted) 


A new milestone in life insurance 
Different — Quick Selling — Modern 





6 APPEALING FEATURES 


People want the READY CASH POLICY because it meets a need not now 
covered in the ordinary insurance program. Here is a quick selling, profit- 
making contract that appeals to agents and insurance buyers. Write for com- 
plete information and territory open for this new, modern, fast selling policy. 


GREAT AMERICAN LIFE 


INSURANCE COMPANY 


Stephen M. Babbit, President 
Hutchinson, Kansas 


5. Ordinary Life or 20 pay Life 
—ages one month to 55 
years. 


6. Each READY CASH POL- 
ICY as well as every contract 
issued by this company is 
registered with the State of 
Kansas and secured 100% 
by deposit of approved se- 
curities with the State. 
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Decembe 





Massachusetts Commissioner 
Recommends Changes in Law 





Annuity and pure endowment con- 
tracts of life companies are not included 
in the Massachusetts law which grants 
exemption from claims of insured’s 
creditors for proceeds of life policies 
for protection of beneficiary, Commis- 
sioner Brown states in recommending 
that the incoming legislature amend the 
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law to exempt such proceeds when they 
go to someone other than the insured. 
He also asks amendment of the law re- 
garding non-medical life insurance with 
adoption of a provision stipulating the 
amount of capital and surplus required 
by a life company to write accident and 
health as well as life insurance. The 
law, he says, should be amended to 
authorize a company to combine these 
two forms of coverage, providing it has 
paid up capital and net cash surplus of 
at least $300,000 each, 


Wants Health Department Support 


OKLAHOMA CITY, Dec. 27.—Dr. 
G. N. Bilby, state health commissioner, 
is advocating taking the state health 
department out of politics and substi- 
tuting for its maintenance a fund sup- 
plied by taxing premiums of life in- 
surance companies doing business in 
the state. According to Dr. Bilby’s 
plan, the state would collect a tax on 
every annual life premium, the revenue 
to be used entirely for health depart- 
ment work. No other state tax would 
be levied against the companies. 


One Return to All Provinces 


OTTAWA, ONT., Dec. 27.—New 
regulations, under which the same an- 
nual company return will be accepted 
by all provinces, instead of nine different 
returns, have been announced. The 
change has been advocated for a num- 
ber of years. 


Hospital Cover Is Insurance 


Hospitalization benefits in Texas can 
only be written by insurance companies, 
the attorney general of that state has 
ruled. 










COMPLETE 


ORDINARY AND 


LIBERTY NATIONAL 
LIFE INSURANCE CO. 


BIRMINGHAM , ALABAMA 





coverage 


INDUSTRIAL 














OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 











Organized 1870 


MUTUAL LIFE INSURANCE COMPANY 


of Baltimore 


Home Office: Charles & Chase Sts., Baltimore, Md. 
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Total 
2 5* 10 15 20 20 Yrs. 
32.. 6.80 15.40 9.85 12.29 15.16 208.18 
33. 6.94 15.66 9.90 12.38 15.30 210.01 
34.. 7.00 15.93 9.96 12.47 15.43 211.67 
35.. 7.08 16.10 10.01 12.57 15.57 213.27 
36.. 7.18 16.26 10.09 12.67 15.73 215.16 
37. 7.27 16.40 10.15 12.77 15.88 216.82 
38. 7.37 16.56 10.22 12.87 16.04 218.53 
$9.. 7.40 16.72 10.29 12.96 16.19 220.18 
40.. 7.41 16.81 10.37 13.06 16.36 221.86 
41. 7.43 16.87 10.44 13.19 16.53 223.40 
42. 7.46 16.97 10.51 13.34 16.71 225.34 
43. 7.50 17.07 10.58 13.49 16.91 227.36 
44.. 7.52 17.19 10.63 13.64 17.10 229.45 
45.. 7.57 17.30 10.69 13.78 17.31 231.77 
46.. 7.61 17.45 10.84 14.02 17.54 234.53 
47.. 7.66 17.59 10.99 14.26 17.77 237.37 
48.. 7.70 17.69 11.12 14.50 18.00 240.22 
49.. 7.75 17.83 11.28 14.78 18.25 243.72 
50.. 7.79 17.95 11.42 15.06 18.52 247.52 
51. 7.83 18.21 11.71 15.38 18.81 251.76 
52. 7.86 18.45 12.01 15.70 19.12 256.40 
53. 7.87 18.69 12.32 16.05 19.43 261.53 
54. 8.02 18.91 12.66 16.42 19.76 267.19 
55.. 8.17 19.32 13.03 16.82 20.13 273.71 
56.. 8.33 19.92 13.42 17.25 20.51 280.77 
G7... 8.48 20.56 13.85 17.71 20.92 288.85 
SS.. 8.63 21.24 14.31 18.22 21.36 296.97 
59. 9.00 21.97 14.80 18.75 21.84 306.31 
ae 9.39 23.02 15.32 19.32 22.34 316.55 
Economic Adjustment 
Age 2 5* 10 15 20 
_ a $3.26 $7.51 $6.01 $6.94 $7.61 
. Fee 3.2 1.63 6:11 G01 7.64 
Sa 3.28 7.56 6.21 7.08 7.67 
ORS 5 isto S29 «}«69S8 - R38: TAT: 074 
| aoe 3.30 7.61 6.45 7.25 17.78 
re 3.32 7.66 6.49 7.27 17.88 
Sa 3.33 7.69 6.56 7.30 7.89 
aS 3.384 7.74 6.62 7.32 7.96 
eee 3.37 7.81 6.69 7.36 8.04 
hee 3.40 7.87 6.78 7.41 8.13 
_. (SPR 3.45 7.96 6.79 7.46 8.22 
 AREBSE 3.51 8.06 6.80 7.53 8.82 
eee 3.58 8.15 6.82 7.60 8.41 
Bee 3.60 8.27 84 7.67 8.50 
ee 61 833 6.88 7.75 8.58 
| ees 3.64 833 6.92 7.84 8.78 
| ae 3.66 835 6.97 7.93 8.99 
eae 3.70 837 7.02 8023 9.18 
Ee 3.67 8.40 7.09 811 9.89 
_ Aeeer 3.66 8.38 7.16 8.19 9.60 
_ Sea 3.63 833 7.23 839 9.94 
_. Sa 3.62 8.31 7.30 8.59 10.32 
| Ae 3.61 8.31 7.38 8.80 10.72 
eo 3.61 8.30 7.45 9.02 11.13 
. Ee 8.61 8.30 7.52 9.24 11.57 
AAA 3.61 8.32 7.72 9.62 12.03 
rr 8.61 8.84 7.91 10.08 12.52 
ee 3.63 8.36 8.12 10.45 13.02 
ees 3.64 8.388 8.32 10.90 13.57 
ED oes 3.65 8.39 8.54 11.38 14.13 
SE 8.66 853 8.93 11.90 14.72 
_ AS 3.66 8.64 9.86 12.42 15.34 
- SEAS 3.66 8.77 9.81 13.00 16.00 
Cee 3.76 8.88 10.29 13.60 16.69 
Five Year Term (Conv.) 

Div. End. Yr. Div. End. Yr. 
Age 2 3 5* Age 2 3 5 
21.$2.50 $2.55 $5.73 41.$1.93 $1.92 $4.32 
22. 2.49 2.55 5.72 42. 1.83 1.82 4.09 
23. 2.49 2.54 5.72 43. 1.73 1.72 3.87 
24. 2.48 2.54 5.70 44. 1.64 1.64 3.66 
25. 2.47 2.54 5.69 45. 1.55 1.55 3.44 
26. 2.48 2.54 5.70 46. 1.47 1.46 3.25 
27. 2.47 2.53 5.69 47. 1.89 1.839 3.06 
28. 2.47 2.54 5.70 48. 1.382 1.32 2.90 
29. 2.47 2.54 5.69 49.92.25 1:87 - 2% 
30. 2.46 2.54 5.70 50. 1.20 1.18 2.56 
31. 2.46 2.54 5.64 61. 1.33: 1.12: 248 
32. 2.47 2.55 5.60 52. 1.07 1.04 2.42 
33. 2.47 2.50 5.56 58. 1.00 1.07 2.38 
34. 2.41 2.44 5.51 54. 1.05 1.12 2.35 
35. 2.36 2.39 5.40 55. 1.10 1.17 2.44 
36. 2.31 2.385 5.24 BG. i147 228-296 
37. 2.27 2.31 6.07 57. 1.26 1.32 3.11 
38. 2.23 2.22 4.93 58. 1.84 1.56 3.49 
39. 2.13 2.12 4.78 59. 1.61 1.84 3.95 
40. 2.03 2.02 4.56 60. 1.91 2.17 4.71 


*Including special 5th year Dividend. 


FRATERNAL NEWS 


Aid Association Prospering 














President Benz of Appleton, Wis., So- 
ciety Reports Substantial Growth 
Made This Year 





This was a record year for the Aid 
Association for Lutherans, Appleton, 
Wis., it was reported to directors by 
President A. O. Benz. The society is 
closing 1934 with the largest member- 
ship and greatest amount of insurance 
in force in its history. It is also, he 
stated, in the strongest financial posi- 
tion in its more than 32 years of opera- 
tions. 

In the period Dec. 1, 1933, to Nov. 
30, 1934, there were issued 13,951 adult 








certificates for $19,362,200 insurance and 
5,789 juvenile certificates for $4,867,600, 
or 19,740 certificates for $24,229,800, an 
increase of 4,997 certificates and $4,846. 
950 insurance over the same period in 
1933. New life insurance issued increased 
25 per cent in 1934, and there was an 
average increase of 33.5 yearly in the 
five depression years. 

Cash payments to certificate holders 
and beneficiaries on death and disability 
claims, certificate loans, and surplus 
toaled $5,376,311 in the last five years, 
In the same period, assets increased 
from $9,330,280 to $16,871,468 as of Der, 
1, 1934, and insurance in force from 
$92,510,100 to $143,985,292, or 55.64 per 
cent increase. 


Mortality Experience Good 


Mortality experience continues favor- 
able. Disability experience in the sick 
benefit fund also was comparatively fa- 
vorable and continued improvement is 
anicipated. The investment record was 
satisfactory, all funds being placed con- 
servatively and net return is expected to 
exceed that of 1933. The home office 
building is almost completely rented. 

An extensive conservation campai 
was conducted for the first time, chiefly 
in reinstating and rewriting policies on 
paid-up or extended basis, or heavily in- 
debted. This was done in 28 states, 5,000 
cases being handled, for $6,522,750 vol- 
ume, and $407,000 new business being 
written in conjunction with this work. 

In the year, President Benz reported, 
6,872 certificates for $8,902,376 were 
lapsed, or $1,768,420 less lapsed insur- 
ance than a year ago. Certificate loans 
to members in the year totaled $521,030, 
a decrease of $110,220. 

“The record for the past five years, 
particularly during 1934,” Mr. Benz 
said, “has demonstrated as never before 
the ability of a conservatively managed 
life insurance association to withstand 
the, strains of business adversity, and to 
assist its certificate holders during such 
times. I feel we are facing the bright- 
est future of any generation in the his- 
tory of our country.” 


To Hear Test Case Jan. 23 


The first case of the 50 odd filed by 
Oklahoma against foreign fraternals is 
scheduled for hearing before the dis- 
trict court at Muskogee Jan. 23. This 
case, against the Royal Neighbors, in- 
volves collection of $104,000 claimed 
due the state in back taxes, fees, and 
penalties, and is expected to be stub- 
bornly contested. It‘is, in a way, a 
test case which probably will establish 
a precedent that will influence results 
in the other suits according to Com- 
missioner Jess G. Read. Mr. Read will 
be principal witness for the state. 


V 


They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt. 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 

Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 
COMPANY 

















Executive Office 
CINCINNATI-ONIO 
inter-Ocean Casualty Ce., | 
Ameriean Bidg., Cincinnat!, Ole. | 
Please send me information regarding your se!- 
dent and health policies, | 
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SALES IDEAS AND SUGGESTIONS 











Four Factors Show Need for 
Better Trained Agents 





Four modern factors influencing the 
need for greater education and training 
of the agents selling life insurance were 
adduced by David McCahan, associate 
professor of insurance Wharton school 
of finance and commerce, University of 
Pennsylvania, and dean American Col- 
lege of Life Underwriters, in his ad- 
dress on ‘University Instruction for 
Insurance Leadership” at the Chicago 
meeting of the American Association of 
University Teachers. 

He said these are: (1) The greatly 
increased percentage of national income 
which has moved into insurance chan- 
nels in recent years, particularly evident 
in life insurance; (2) growth in public 
confidence in the insurance institution 
through the depression years; (3) in- 
creasing complexity of the insurance 
business, attributable to new uses, etc.; 
(4) the "changing attitude of the public 
respecting the moral as well as legal 
obligations of the business to society. 
Concurrent with the fourth trend and 
doubtless stimulated to a great extent 
by it, he said, is the growing tendency 
of long visioned and progressive per- 
sons to work actively to raise the stand- 
ards and better conditions of the field 
in which théir own livelihood is being 
earned. 

Insurance Highly Ethical 


Insurance as an institution has been 
far in advance of most businesses in 
ethical practices and its concepts of 
what it owes the public, he said. It had 
begun long before the depression to 
move in the direction of the present 
current of thought. In no form of cov- 
erage has the trend toward a higher 
plane of social responsibility been more 
marked than in life insurance. Today 
it is recognized that life insurance funds 
should be safeguarded in their dollar 
value, this being translated into rigid 
statutory restrictions and state super- 
vision of investments. 

When payable to certain classes of 
beneficiaries life insurance funds are 
further protected by statutes exempting 
them from claims of creditors, as well 
as from various taxes levied upon other 
types of property. Tomorrow, he pre- 
dicted, there will be a further step in 
which with every policy that is sold 
there will be rendered a service guar- 
anteeing that the needs of the assured 
and his dependents are being met. 

Herein lies the opportunity for those 
who have taken a broad specialized 





trend. He said this does not mean that 
all life insurance must be written by 
professionally trained men or chartered 





life underwriters, but that each person 
engaged in life underwriting should be 
adequately trained for the particular 
sort of service which he is rendering. 
The forms of insurance service re- 
quiring extensive knowledge and _ skill 
are here to stay; they meet needs which 
are inherent in the economic and social 
regime. But the public buying such 
insurance also demands a demonstra- 
tion of competence on the part of those 
who render the service. People are 
acquainted with professional standards; 
many have been trained for a profes- 
sion, such as law, accounting or medi- 
cine. They expect more from the 
underwriter than a decade or two ago. 


Idea Spreading to New Field 


Professor McCahan said that what 
has been done in the field of life in- 
surance education undoubtedly can be 
duplicated in the property lines with de- 
velopment of educational facilities for 
those who would engage therein and 
the awarding of a professional designa- 
tion to those who qualify. The pros- 
pects for immediate development in this 
field are not the same educationally as 
in life insurance, but higher educational 





and ethical standards unquestionably 
are coming, he said. 

Professor McCahan estimated on the 
basis of annual life insurance produc- 
tion of about $12,000,000,000 in the past 
decade, excluding industrial, there is 
indicated need for 24,000 professionally 
trained life insurance agents. To this 
will be added 3,000 if there are included 
educated general agents, managers, 
supervisors, etc. There are 14 cities in 
this country each with a population of 
more than 500,000 in which there are 
460 persons who have completed the 

L. U. examinations, but there should 
be 2,400, he said. In 79 smaller cities 
ranging between 100,000 and 500,000 
population, there are 313 C. L. U. grad- 
uates where there should be nearly 
2,000. In the country as a whole there 
are now 904 who have completed all 
C. L. U. examinations, substantially 
one-half being general agents or man- 
agers, teachers of insurance in univer- 
Sities or with companies, sales promo- 
tion managers, district superintendents, 
agency supervisors and company home 
office representatives, and 811 more 
who have credits for anywhere from 
one to four of the five parts. It is esti- 
mated that there are at least 2,000 per- 
sons studying for the examination, but 
there is yet, Mr. McCahan said, a long 
way to go before the minimum quota 
which he indicated as necessary will be 
reached. 

Universities Cooperating 


Seventy colleges and universities are 
cooperating in offering all or a sub- 
stantial part of the C. L. U. courses 
and teachers from various higher edu- 








How Long Will It Last? 








The Ohio National Life has worked 
out a table which is of use to life in- 
surance men because often a prospect 
will ask how long a certain amount of 
life insurance will last. The Ohio Na- 
tional publishes a table showing how 








long the proceeds of life insurance if 
paid out in monthly income will last 
based on 3% percent interest. The 
tabulation presented herewith shows that 
principal and interest will last if paid 
out at a rate of: 


Amount $75 a Month $100 a Month 3 25 a Month $150 a Month 
(a Sa 6 Yrs., 2 Mos. 4Yrs., 6 Mos 3 Yrs., 6 Mos. 2 Yrs., 11 Mos 
1 rae 7 Yrs., 7 Mos. 5 Yrs., 6 Mos 4Yrs., 4 Mos 3 Yrs., 6 Mos 
CA. Se Yrs. 6 Yrs., 6 Mos. 5 Yrs., 1 Mo. 4Yrs., 2 Mos. 
CEs Soa x ease 10 Yrs., 7 Mos 7 Yrs., 7Mos 5 Yrs., 11 Mos. 4/Yrs., 10 Mos. 
WE ocie es acnete 12 Yrs., 3 Mos 8 Yrs., 8 Mos 6 Yrs., 9 Mos. 5 Yrs., 6 Mos. 
10,000 4 Yrs. 9 Yrs., 10 Mos 7Yrs., 7 Mos 6 Yrs., 2 Mos. 
Ks 11 Yrs., 8 Yrs., 5 Mos 6 Yrs., 10 Mos. 
= 12 Yrs., 3 Mos 9 Yrs., 4 Mos. 7 Yrs., 7 Mos. 
00 9 13 Yrs., 6 Mos. 10 Yrs., 3 Mos. 8 Yrs., 3 Mos. 
DN Sere 2Yrs., 2Mos. 14 Yrs.,11 Mos 11 Yrs., 3 Mos. 9 Yrs., 
DEM’ ecences 24 Yrs., 8 Mos. 16 Yrs., 4 Mos. 12 Yrs., 3 Mos 9 Yrs., 10 Mos. 
SO Sa 27 Yrs., 5 Mos. 17 Yrs., 10 Mos 13 Yrs., 3 Mos 10 Yrs., 7 Mos. 
RNs Won owes a ES 5 Mos 19 Yrs., 5 Mos. 14 Yrs., 4 Mos 11 Yrs., 5 Mos 
le Yrs., 9 Mos. 21 Yrs., 5 Mos. 15 Yrs., 5 Mos 12 Yrs., 3 Mos 
| 37 Yrs., 7 Mos. 22 Yrs., 10 Mos. 16 Yrs., 7 Mos 13 Yrs., 1 Mo. 
MES 6 oe iene 41 Yrs., 11 Mos. 24 Yrs., 8 Mos 17 Yrs., 10 Mos 14 Yrs. 
CM BRAC 26 Yrs., 9 Mos. 19 Yrs., 1 Mo. 14 Yrs., 11 Mos. 
22,000. 28 Yrs., 11 Mos 20 Yrs., 4 Mos. 15 Yrs., 10 Mos. 
23,00 31 Yrs., 3Mos. 21 Yrs., 9 Mos 16 Yrs., 10 Mos. 
24,000.... 33 Yrs., 9 Mos. 23 Yrs., 2 Mos. 17 Yrs., 10 Mos. 
pA ae 36 Yrs., 7 Mos. 24 Yrs., 8 Mos. 18 Yrs., 10 Mos. 








Endless Chain Method 
Is Proving Successful 








An endless chain selling method that 
has to date resulted in $569,000 of in- 
surance on 86 applications has been re- 
ported by O. F. Gilliom, general agent 
of the Lincoln National Life at Berne, 
Ind. The record shows that he not 
only secured a number of other sales 
and other prospects from his original 
policyholder, but also followed his in- 
creasing fortunes. The holdings of this 
first policyholder grew from $1,000 to 
a present total of $125,000. His brother’ s 
holdings were also increased through 
the years to $125,000. 

In addition to achieving a remarkable 
sales record, O. F. Gilliom has one of 
the best persistency rates recorded by 
the Lincoln National. His present rate 
for renewal of business is 98.7 percent. 








cational institutions are privately in- 
structing many of the 50 independent 
study groups now active. Evening and 
extension branches of colleges and uni- 
versities can provide the desired in- 
struction, as few persons, he said, would 
desire to leave their present occupation 
and enter schools as regular students 
for these purposes. 

He expressed opinion that the educa- 
tional needs of insurance will be met 
through special groupings of courses 
in regular schools of business, just as is 
now largely the case with training for 
accountants. 


A. & H. Review Source of 
Successful Sales Ideas 


Recently a survey was conducted by a 
leading accident and health club to de- 
termine what methods are used by suc- 
cessful producers of accident and health 
insurance. The survey clearly) indicated 
that the successful producer reads and 
studies the best methods and cashes in 
by applying them to his own efforts. 
It was interesting to note that 95 per- 
cent of the successful sales ideas, meth- 
ods and suggestions used in the survey 
had been discussed and described in “The 
Accident & Health Review,”} the only 
exclusive accident and health paper 
published. 

“The Review” is filled with money 
naking ideas, news and deyelopments 
and is invaluable to every man who de- 
votes all or part of his time to the solici- 
tation of accident and health insurance. 
The cost is only $2 for one} year. To 
subscribe it is only necessary to check 
the card enclosed with this i 


















President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 

Dear Sir: 


Rockford Life Has a Message for You 


It Concerns Contract Direct 


With the Company 


SEND ME THE MESSAGE 
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All in ONE POLICY: 
IF YOU DIE BEFOR 


family 
family 


you $50.00 per WEEK for 52 


IN ADDITION: 


the FULL FACE VAL 


AVAILA 





Men Wanted — Reliable and Trustworthy Men i Sell 


The United Six-Way Protection Contract 


1. IF YOU LIVE TO ss 65—it will pay you 
2 E AGE 65—it will pay your family $5,000. | 
3 IF ANY FATAL ACCIDENT should occur to you—it will pay your 


$10,000. 
4 IF CERTAIN FATAL ACCIDENTS should occur to you—it will 1 your 


$15, 

S&S IF ACCIDENTAL INJURY should totally incapacitate you—it ll pay 
WEEKS. $25.00 WEEK th 

This pays for ONE DAY, ONE WEEK, ONE YEAR or for LI 


(Non-Cancellable) 


6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABL 
will be relieved of the necessity of poles an 
posits. Then at age 65 you will receive $5,000, fu 


) an per reafter. 
(Non-Proratable) 
| 

see 

further premium de- 


continued to make Ste yourself. 
E of the Policy will be paid to your fa 


GENERAL AGENCY AND reed MANAGER OPPORTUN} 
Write—Agency ae ies 


UNITED LIFE AND ACCIDENT INSURANCE he 
Concord, New Hampshire 


$5,000. 


st as though you had 
In the event of your tai 
nily 
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Splendid 1935 Prospects 
Are Seen by A. L. C. Chief 





(CONTINUED FROM PAGE 2) 


dicated they are considering a resump- 

tion of lending on farm properties. 
“Likewise, city real estate has stiff- 

ened to an encouraging degree. In- 





creased employment has led to a reduc- 
tion ‘of residential vacancies. In some 
communities rents have increased 
slightly. While perhaps 10 percent of 
the families in the larger cities are still 
‘doubled up’—that is, more than one 
family living together for economic 
reasons—the percentage of vacant resi- 
dences is decidedly less than 10 per- 
cent. So that as employment increases, 








EXPERIENCED UNDERWRITER 
A northwestern company has an excellent position to offer an experienced under- 
writer in its Medical Department. Address your inquiry to 


B-17, NATIONAL UNDERWRITER 
A-1946 INSURANCE EXCHANGE, CHICAGO 











Organized 1850 


THE UNITED STATES LIFE 
In the City of New York 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 
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ACTUARIES || 





CALIFORNIA 


NEW YORK 








Barrett N. Coates Cari E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Suet 


114 Sansome Street LOS ANGELES 


me 
SAN FRANCISCO 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 











ILLINOIS 


J. C. Cameron W. W. Chambreau 
CAMERON & CHAMBREAU 


Consulting Actuaries & Tax Consultants 
111 West Monroe Street, — 
ization, Management, Pensions, 
re arniag. Federal Tax Work. 
Washington Office, Shoreham Bldg. 
































DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 








Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 
Edward B. Fackler ‘ William Breiby 
8 WEST #TH STREET NEW YORK 














ELDER A. PORTER 


F. A. S. F. A. I. A. 
Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 























L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 











Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 











INDIANA 








Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








Jonathan G. Sharp W. Harold Bittel 

Evelyn M. Davis Robert S. Hull 

Edward H. Hestett John Y. Ruddock 
Partners Associates 














Ninety John St. New York, N. Y. 














HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 




















CARL J. WEST 
Consulting Actuary 
Life Automobile Casualty 
8 East Broad Street 
Columbus, Ohio 
Organization 
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ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Bldg., Jefferson City, 


and 
800 Security Building, Kansas City 














FRANK M. SPEAKMAN 
Consulting Actuary 


Fred E. ‘Suerte C. P A. 
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as it will do early in 1935, and more 
families return to their pre-depression 
standard of living, a shortage of desir- 
able living quarters will result. Rents 
will then increase very sharply and raise 
city real estate values. Somewhat of a 
boom in residential construction should 
result in some sections. However, this 
will be confined to small residences, 
bungalows and two and four family 
flats. The country has a sufficient sup- 
ply of apartments and apartment-hotels 
to provide its needs for years to come. 

“The latest reliable reports show that 
the demand for steel and iron is gather- 
ing momentum. ‘Iron Age’ recently 
reported that the current operations 
were at the highest mark since last 
June. The uncertainty of the labor sit- 
uation is the only disturbing factor in 
the steel industry. However, those in 
a position to know the facts have ex- 
pressed the belief this problem will be 
worked out satisfactorily. 


Textile Industry Solves 
Most of Labor Problems 


“Likewise the textile industry seems 
to have solved most of its labor prob- 
lems. However, labor troubles prob- 
ably will continue to be a retarding fac- 
tor early in 1935, but the general up- 
swing will be sufficiently pronounced 
to more than discount this handicap. 

“Business has not yet attained that 
degree of confidence necessary for a 
real boom. The uncertainty regarding 
the monetary situation is principally re- 
sponsible for that. Fear of unwarran- 
ted inflation has caused many to hold 
back. But there apparently is no dan- 
ger of printing press money. Credit 
will be loosened up to attain the results 
that some inflationists are demanding. 
There has already been a decidedly 
more liberal attitude in the making of 
loans in commercial fields. Commodity 
prices are on the increase. Corpora- 
tions are reporting greater earnings. 
Bond prices ar€ better and on the whole 
the outlook for 1935 is very, very en- 
couraging.” 


Provident Mutual Life Is 
Rearranging Zone Setup 





Don A. Hampton, formerly manager 
of the Provident Mutual Life in St. 
Louis, has been appointed zone man- 
ager for all territory west of the Mis- 
sissippi except Minnesota, with head- 
quarters in Denver. 

The Provident Mutual Life is making 
a rearrangement of its zones. The new 
setup has Walter D. Cross, assistant 
manager of agencies, in charge of the 
northern zone with his territory cover- 
ing from Boston to Minneapolis; M. L. 
Williams, assistant manager of agencies, 
in charge of New York, Philadelphia and 
New Jersey agencies: E. A. Farring- 
ton, agency assistant, head of the south 
and central zones, and E. M. Bechtel, 
in charge of the eastern zone. 


Detroit Company Men View 
Legislative Developments 





DETROIT, Dec. 27.—The chief exec- 
utives of all of Detroit’s insurance com- 
panies met at a luncheon to discuss 
measures affecting insurance that are 
slated to be placed before the legislature 
in January. W. G. Curtis, president Na- 
tional Casualty, presided. 

Several proposed bills were taken up 
and the attitude of the new legislature 
and the incoming governor on various 
problems in which either the underwrit- 
ing or the investment phases of the 
insurance business are involved was given 
attention. The organization, known as 
the Affiliated Insurance Interests of 
Michigan, went on record as unalterably 
opposed to any measures that will have 
a tendency to impair the credit of the 
state or its municipalities. 

It was reported that the refunding of 
obligations of the city of Detroit has 
been completed and that the city’s credit 





has been reestablished so that its obliga- 
tions are once more a Satisfactory in- 
vestment for insurance companies. This 








bolstering up of the value of Detroit 
bonds is of outstanding importance to 
insurance companies since about $100,- 
000,000 of them are now in insurance 
portfolios. 


Appraisals Now Completed 


The Illinois Bankers Life has com- 
pleted the appraisal of real estate and 
mortgages of the Abraham Lincoln Life 
and the appraisals have been turned 
over to Insurance Director Palmer of 
Illinois. The Illinois Bankers entered 
into a contract to reinsure the Abraham 
Lincoln subject to the appraisals. 

Attorney E. H. Henning, who is to 
become a vice-president of the Illinois 
Bankers after Jan. 1, was in conference 
with Mr. Palmer this week. The IIli- 
nois Bankers had not definitely decided 
what action to take. 


Coyner Appoints Starmann 


C. L. Coyner, manager of one of the 
Mutual Life of New York’s offices in 
Chicago, which has jurisdiction over 
northern Illinois territory outside of 
Cook county, has appointed Dan Star- 
mann of Joliet as agency organizer. Mr. 
Starmann has had 12 years’ life insur- 
ance sales experience, all at Joliet. He 
is a past president of the Joliet junior 
chamber of commerce and past vice- 
president of the Illinois junior chamber, 
who is well known throughout the state, 
having done much organization work. 
He has been connected with the Coyner 
agency for five years as supervisor of 
agents. Mr. Coyner reports satisfac- 
tory production in 1934, with 19 per- 
cent increase in number of applications, 
21.5 percent increase in written business 
and 22 percent advance in full annual 
paid production. 


Great-West Wins Award 


The exhibit of the Great-West of 
Winnipeg was awarded first prize in 
the exhibition of conservation litera- 
ture recently at the meeting of the Ca- 
nadian Conservation Association in To- 
rento. 
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Indicated by substantial 
gains every month this 
year. 


More than 17% 
increase in Life 
Insurance in force 
since the first of 
January. 
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ATTENTION 


buyers of insurance trade paper advertising 


PEAKING before the Insurance questions with suitable verifica- 
Advertising Conference in New tion and chooses rather to discuss 
: intangibilities like editorial influ- 

York City last week P. L. Thomson, ence, trade prestige, etc.” 


president of the Audit Bureau. of Circu- 
lations, made the following comments 
which are of interest to all advertisers in 
insurance papers: 


HE NATIONAL UNDERWRITER sells its 
advertising on an A.B.C. basis which 
shows just where our circulation is, the 
“Information which a business extent of it and enables you to decide for 


paper publisher provides on an yourself the value of what we have to offer. 
A.B.C. report is to be found in 


he followi s : i 
ee a ee President Thomson also pointed out that 


— of the 35 publications in the insurance 
1. How much circulation... field only 8 are members of the A.B.C. 
have vour _ Tue Nationa, UNpERwriter takes pride 

3. Where is it? in that 4 of these 8 are members of its offi- 
3. How was it secured? cial family, they being THe NATIONAL 
4. At what price was it UNDERWRITER, CASUALTY _ INSUROR, 
sold? RoucGu Notes and INSURANCE SALESMAN. 
“The replies to these questions In 1919 when THE NATIONAL UNDER- 
do not tell me as a buyer every- WRITER joined the A.B.C. it was the first 
thing I should like to know about insurance newspaper to do so and today 


a publisher; nevertheless I have — ‘ 
no tine 40 tah +0: pela wilte it is the only weekly insurance newspaper 


cannot, or will not, answer these that is a member. 


The National Underwriter 


The leading weekly insurance newspaper 






C. M. CARTWRIGHT 
Managing Editor 


E. J. WoHLGEMUTH 
President 
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HUNDRED 
bridges the i 


HEN aman dies, his earnings cease. His estate is tied up 

for a year or more while it is being settled —but his widow 

and children must continue to eat. Usually what happens is 

that his family lives on the principal of any Life insurance he 
left until the estate is settled or the widow finds a job. 

The Travelers Hundred a Month plan bridges the gap 

between the cessation of the husband’s earnings and the re- 

sumption of the income from his estate or until the widow is 


able to find a position and earn her own living. 


















A MONTH 


It provides an income of $100 or more a month starting 
when needed most and lasting as long as you care to arrange. 


Hundred a Month policies may be issued for 5, 10 or 20 


' years, or even better, guaranteed for as long as the beneficiary 


may live. 
The great advantage of this plan today is that a man can 


start it for a very small sum—perhaps the most he can afford 





to pay at this time—and continue to extend it as his buying 


power increases. 


THE TRAVELERS 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 











HARTFORD » » » CONNECTICUT 








